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KAYSTO 


P"« Vne Myou 

'-nryr-- 


(><i  ulieud,  >ell  all  llie  <'<iiiibiiiatiun  wiii- 
(li)H!>  >»ii  Kant,  beraiise  Aliiniatii-  hiII 
dclivrr  >111!  Aliiiiialic  lia.t  the  most  «-om- 
lilrle  line  in  aliiniiniini  anil  himmI  and 
lliify  ineaini  yoii'll  make  innney  tliii)  year 
—  if  >011  ^ell  Aliinialir  proilnrlK!  ^  illi 
Aliinialii',  ii‘11  he  lirieliler  fnr  yini  in  *52! 

/More  fine  national  ailrerlifing 
in  more  niagazine»  than  ever! 

■Itlfleil  technical  field  service! 

?  Increased  sales  promotion  aid! 


-ry  If  idened  distribution  points 
/  for  faster  service! 

All  Alumatic  products  bear 
the  Good  Housekeeping  Seal! 


CORPORATION 
OF  AMERICA 

a«S  I  S.  S*th  STRUT 
MilWAUKII  14,  WISCONSIN 
imsfarm  AnamsUy  fakst 
RATIRSON^  NS^W  JIRS.IT 

Rl^l^p*  Re^^Anl®  kSR, 
Whi4«>r,  0«t«ri* 

BS  4 

l*d  like  lo  Kel  in  lhal  bright 
future.  Send  me  delaiU! 


Sand  coupon  today  — insure  your  business  future! 


WHtN  YOU  SOI  ALUMATK  PKODUCTS,  yo«  soH  tfbo  finost  / 


PATENT  PENDING 


Made  of  Miracle  Material 


Slaytex  is  non-critical.  You  eon 
guorantee  your  customers  a  de*' 
livery  dote  with  confidence. 

STAYLITES  shade  without  dork* 
ening  rooms^  provide  year 
'round  protection.  Rigid,  fully 
ventilated.  Cannot  rust,  rot  or 
worp. 

Beautiful,  soft  textured  color  is 
seoled-in.  No  periodic  painting 
required.  Many  beautiful  colors 
for  windows,  doors,  potios, 
store  fronts. 


no  shortages  ~  no  limit  on  sales 


lets  soft  light  filter  through 


sealed-in  color  all  the  way  through 


Now  Available  to  Competent  Companies: 

K.D.  Manufacturing  Plant— Small  Investment 

Be  able  tc  manufacture  the  finest  Awning  on  the  market,  anci  sell  it  at  prices  your  comp>etition  can't  touch. 
The  complete  line  of  STAYLITE  Awnings  includes  Stationary  Awnings,  Venetian  Adjustable  Awnings  and  Jalousies  having  either 
horizontal  or  vertical  louvers. 

We  invite  you  to  visit  our  new  plant.  Write,  wire  or  call  for  adcjitionol  information. 

StoM  INDUSTRIES,  /nc. 

807  MARKET  STREET  YOUNGSTOWN  2,  OHIO 
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AlumiSor 


The  Door  To  Comfort,  Economy 


THANKS  TO 


THE  MEMBERS  OF  THE  NERSICA  SHOW  FOR 
THE  WONDERFUL  RECEPTION  GIVEN  OUR 
DOORS  AND  ALUMINUM  PORCH  ENCLOSURE. 


Sales  on  Alunifdar  are  growing  by  leaps  and  bounds 
because  it  is  engineered  to  gi*e  the  home 
owner  everything  a  combination  storm  door 
should  have — rugged  durability  plus  beauty  and 
balance 

Home  owners  like  the  addition  of  the  center 
mullion  because  it  lends  much  greater  strength 
than  ordinary  doors.  Notice  too.  that  it  is  placed 
at  the  right  height  to  match  the  permanent  door. 

It  serves  as  a  push  bar  avoiding  damage  to 
the  glass  and  screen  mesh 

Here  is  the  only  storm  door  with  graceful 
fluted  side  and  head  rails  The  front  surface 
is  left  smooth  and  trim  with  no  screws  or 
rivets  showing 

Yes.  the  last  word  in  beauty  and  simplicity  to 
adorn  the  threshhold  of  lovely  homes 


See  how  the  butt-end  corners  ore  engineered  for  endurance. 
The  some  method  that  is  used  in  bridge  construction.  The 
principle  employed  here  is  similar  to  that  of  the  firm  butt-end 
joints  of  permanent  doors. 


See  how  the  beautifully  mitered  corners  are  engineered  for 
rugged  endurance.  A  solid  aluminum  die  cost  gusset  is  inserted 
in  all  corners  and  bolted  to  the  frame  with  rocket  rivets. 


AI  L  MIDOR  MAM  I  ACri  RISC,  (  OMPASY 


Alumidor  Sales  of  Mo. 
S893  Dcimar 
St  Louis,  Mo 

Ideal  Home  Products  Co. 
747  Centre  Street 
Brockton,  Moss. 


Alumidor  Sales  of  Philadelphia  Hcgcr's  Enterprises 

23rd  St  &  Allegheny  Avc  Jersey  Rood 

Philadelphia  32,  Po.  Salisbury,  Marylond 

Superior  Sash  &  Screen  Co  Air  Master  Co. 

20460  —  John  R  Rd  18th  St  &  Lehigh  Avenue 

Detroit,  Michigan  Philodctphio  32,  Penna. 

Aristo  Craft  Inc  Alumidor  Distributing  Co 

2644  Colcroin  Ave.  56n-5th  St  ,  N  W 

Cincir:nati  14,  Ohio  Washington,  D  C 

Due  to  the  current  situation,  we  can  accept  only  a  few  select  K.  D. 
distributors  at  the  present  t'uie  —  however,  all  present  Alumidor 
distributors  have  sufficient  inventories  to  supply  dealers. 


Atmar  Mfg.  Co 
1472  East  Second  Street 
Plainfield,  New  Jersey 


PHONE 

YOUNGSTOWN,  OHIO 

5-2195 


ALUMIDOR  MFG.  COMPANY,  STRUTHERS,  OHIO 


Insida  or  out,  tho 
now  A.B.C.  JALOUSIE 
WINDOW  is  unmotchod 
on  today's  morkot,  both 
in  construction  and  op* 
pooronco. 

An  odvoncod  mothod 
of  woothor  stripping  at 
tho  hood,  sill,  and  vono 
onds,  is  so  offoctivo 
that  oir  or  wotor  infil¬ 
tration  is  no  longor  o 
factor— rosuiting  in  tho 
tightost  (olousio  win¬ 
dow  obtoinobio. 


Notod  for  porfoctiy  boloncod  oporotion, 
ovon  through  oxtromo  hoights,  and  with 
tho  addition  of  o  nowly  dosignod  flush 
scroon,  this  oll-oluminum  product  roochos 
tho  uitimoto  in  window  porfoction. 


Adomi 


COLOR  WAKE  g^L! 

ven  easier  - - 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  .  . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  .  .  .  see  how  YOU 
can  cash  in  on  this  sure-fire  sales  item! 

Available  in  30  standard  sixes 
and  7  color  combinations. 

JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 


C-THRU'S  pat«nftd  curved 
louveri  break  up  harsh,  out* 
side  light  which  enters  your 
room  soft,  gloretess  and  dtf* 
fused.  No  more  dreary 
rooms  with  this  exclusive 
feoture. 


VENTILATION 

C-THRU'$  engineered  louvers 
keep  the  sun  owoy  from 
your  windows,  ond  ollows 
complete  oir  circulation.  No 
deed  oir  pockets  meons  tern* 
perotures  lowered  os  much 
as  17  degrees. 
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Even  IDEAS  have  to  be  RIPE! 


The  U.  S.  Patent  Office  files  bulge  with  mil¬ 
lions  of  ideas  people  hove  thought  enough  of 
to  register.  If  you've  ever  thought  about  it,  os 
we  hove,  it  may  have  occurred  to  you,  too, 
that  there  must  be  many  thousands  of  worthy 
products  that  for  some  reason  have  never 
seen  the  light  of  public  consumption. 

Why?  Were  they  before  or  behind  their 
times?  Were  they,  at  inception,  ill-timed  for 
acceptance?  How  does  one  tell  when  the  time 
is  right  .  .  .  one's  idea  ripe  for  presentation? 


We,  at  WARNER  MANUFACTURING  COR¬ 
PORATION,  devote  much  of  our  energies  and 
resources  to  "timing".  Not  only  for  introduc¬ 
tion  of  new  items  but  in  everyday  production, 
merchandising,  advertising,  local  sales  pro¬ 
motion. 

It  pays,  and  pays  well,  to  do  business  with  a 
firm  like  WARNER  ...  for  the  daily  advanta¬ 
ges  in  name  prestige,  product  acceptance, 
"natural"  resources  available  to  WARNER 
WEATHER-MASTER  dealers  and  distributors. 


w 


Uleother- master 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS. 
DOORS  AND  PORCH  ENCLOSURES 

uiurrer  mfG.  corp. 

8  5  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  1. 


any  type  wood  or  masonry 

RESIDENCE  CAN  NOW  BE 

re-surfaced  with  an  asbestos 

SIDE-WAll  THAT  IS  SPRAYED^ 


new  look 


TEXTURED  FINISH 


RE*NU*IT 


RfC.  TRADE  MARK 


is  a  waterproof  pressure  sealed  side*woli  resurfocer  thot  contoins 
the  two  indestructible  minerals,  asbestos  and  mica,  and  is  fused  to  the  surface 
by  powerful  pressure,  not  merely  nailed  on  like  ordinory  siding. 

The  RC*NU*IT  process  consists  of  the  material  being  air-blasted  to  the 
structure  approKimately  1/16  thick  thus  becoming  an  actual  part  of  same. 
The  feotores  of  this  type  of  application  is  that  is  assures  complete  insulation  and 
greater  durability,  with  the  additional  advantage  that  by  becoming  part  of  the 
surface  the  product  does  not  hide  or  alter  any  of  the  original  architectural  lines 
and  contours. 

RE*NU*IT  is  available  in  9  attractive  colors  ond  its  appearance  is  a  very 
definite  asset  as  it  looks  like  stucco  and  yet  is  not  quite  as  coarse. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  • 


A  WATERPROOF  Hi 
^  PRESSURE  SEALED  A 

RE-SURFACER  ^ 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


RE-NU-IT  CORP. 

424  WEST  42nd  ST«EET  —  Depf.  B  S. 

NEW  YORK  18,  N.  Y. 

Please  send  complete  Applicator  information  to 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 
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WA  N  T  E  D: 

EXCLUSIVE  FRANCHISE  DISTRIBUTORS 

and  Dealers  for 

CIRCLE  AIR  NATURAL  CONVECTION 
ELECTRICAL  HEATING  UNITS 

Ideal  for  Porch  Enclosures,  Finished  Attics,  or  that  Cold  Room 

•  Clean,  noiseless,  and  odorless 

•  Finger-tip  thermostatic  temperature  control 

•  Eliminates  boilers  and  fuel  storage — 
gives  you  added  living  space 

•  Completely  safe  and  absolutely  trouble-free 

For  full  information  on  this  profitable  addition  to 
your  present  line  write  to 

PALEY  MANUFACTURING  CORP. 

244  HERKIMER  STREET  BROOKLYN  16,  N.  Y. 

Or  Call  HYacinth  3-7330 


GREGG 


Se/f'  Ventilating* 

COMBINATION 
REDWOOD  DOOR 

This  beauty  is  different!  So  different  that  we've 
applied  for  patents  on  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


GREGG 

ENGINEERING 
COMPANY,  INC. 


•  Frame  is  5/4  clear  hardwood, 
mortise  and  tennon  jointed.  Built 
into  opening  are  .  .  . 

•  Glass  t  Screen  insert  backed  by 
a  larger  sliding  glass  panel. 

•  Picture  frame  moulding  built  up 
a  center  thickness  ef  T. 

•  Wood  Life  treated,  finished  with 
PAR  for  lasting  satin  finish,  hand- 
rubbed  and  waxed. 

•  Delivered  ready  to  install. 

•  Fully  equipped  with  brass  and 
brass  plate  hardware. 

•  Perfect  for  use  as  PRIMARY 
DOOR  as  well  as  Combination 
and  porch  enclosure. 

•  FEATHtR-GLIDt  WEATHER  PANEL  ADJUSTS  UP  OR  DOWN  AT  THE  TOUCH  OF  A  FINGER' 
Manufacturert  of  Famous  Greggwood  Combination  Windows  S  Doors 

478  BElMOm  AVENUE  HAIEDON.  N.  J.  MUIBENRV  4-1560 

Eastern  Division  ‘'Y'Seal”  Corporation 


April,  1952 
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ATTRACT  THE  BUYERS-SELL  THE  BEST  MASTIC  COATING! 

Here's  the  reason  Atomastiq  tops  the  exterior 
mastic  field  in  reliability,  quality,  reputation  and 
sales  appeal.  There  are  numerous  Atomastic  jobs 
.  ■  in  good  condition  today  that  were  applied  os 

long  ago  as  1932!  —  proof  of  the  fine  quality 
components  and  the  durability  which  help  give 
Atomdstic  its  unexcelled  reputation  from  coast  to 
coast.  Past  and  present  performance  make 
Atomastic  easy  to  sell.  Dealer  response  to  our 
national  expansion  program  has  been  terrific, 
but  there  are  a  few  territories  still  open.  Pressure- 
sealed  mastics  are  here  to  stay,  so  get  on  the 
ground  floor  with  the  best  —  Atomastic!  Phone, 
wire  or  write  for  full  information  today.  . 


FHA  FINANCING 
AFFROVED 

10  YEAR  FACTORY 
GUARANTEE 

3. ..  ,0.  OLD  QUAKER  PAINT  C0.JNC. 

1977  Blake  Avenue,  Los  Angeles  39,  California 
Telephone  NOrmandy  3-3265 

Foctories:  Los  Angeles,  California  •  Syracuse,  New  York 


ATOMASTIC  is  the  original  asbestos  mastic 
coating.  It  is  rnade  by  an  old  line  paint 
maker  and  is  sold  and  applied  only  through 
reputable  companies  under  license  by  the 
manufacturer. 


Write  Deportment  BS-3 
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RUBEROID 


reporter 


NEWS  OF  INTEREST  TO  APPLICATORS  •  PUBLISHED  BY  The  RUBEROID  Company,  500  FIFTH  AVE.,  NEW  YORK  36,  N.  Y. 


EVERY  HIGH  WIND  BOOSTS  SALES 
OF  TITE-ONS  A  LIHLE  HIGHER 


Herv  is  graphic  pnnif  of  Tile-f)n  Shingles'  wind  insurance.  When  a  raging 
hurricane  struck  Wnreland,  .ila..  trees  were  uprooted  and  inang  houses 
destroyed,  hut  this  roof  came  through  undamaged ...  a  typical  Tile-On  case. 


Roofers  report  appreciative 
honieoivners  spread  the  word 
about  Tite-()n  insurance 

Every  hurricane  wind  that  hits 
hrinjrs  further  proof  that  Tite-On 
Shiiifrles  carry  their  own  huilt-in 
wind  insurance.  Typical  of  the  re¬ 
action  after  each  severe  stoi  m  were 
the  comments  received  followin>r  the 
Kales  that  hit  the  North  Atlantic 
States  and  Miami  in  the  fall  of  I'JoU. 
Itulieroid  I'eceived  letters  of  admir¬ 
ation  for  Tite-On's  staying  power, 
from  roofers,  farmei's  and  home- 
owners. 

After  a  raging  hurricane  hit 
Waveland,  Ala.,  a  housewife  wrote, 
“1  want  to  express  my  great  satisfac¬ 
tion  with  my  Tite-On  roof  . .  .”  The 
picture  of  her  home,  at  right,  tells 
the  rest  of  her  story  pretty  well. 

Thomas  P.  Coogan,  former  presi¬ 
dent  of  The  National  Home  Huilders 
Ass’n,  said,  “, . .  W'e  are  exti  emely 
pleased  with  the  shingles,  not  only  as 
to  their  quality  in  withstanding  our 
hurricanes,  t)ut  also  their  ability  to 
hold  their  original  color,” 

An  insurance  agency  in  Illinois 
wrote,  “As  a  result  of  the  widespread 


Tite-On  Shingles  are  self -locking,  ns 
demonstrated  here,  yet  they  are  an¬ 
chored  to  the  roof  deck  by  four  con¬ 
cealed  nails. 


windstorm  . .  .  this  agency  had  some 
;?()(>  losses,  with  ttOT  of  these  losses 
resulting  in  damage  to  shingles.  In 
making  the  adjustment  it  was 
brought  to  our  attention  that  all 
buildings  having  Ituberoid  Tite-On 
Shingles  escaped  the  damage  from 
this  wind.” 

.And  so  it  goes!  In  case  after  case, 
when  other  types  of  roofs  are  giving 
way  before  the  wind.  Tit(>-Ons  come 
through  without  the  loss  of  a  single 
shingle.  It’s  no  wonder  that  people 
are  asking  for  Tite-Ons  by  name  and 
that  Tite-Ons  are  easier  to  sell  than 
ever  before. 

Your  prospects  will  like  Tite-Ons, 
not  only  for  their  windproof  quality, 
but  also  becau.se  they  add  beauty, 
weather  protection  and  fire -resist¬ 
ance.  Tite-Ons  patented  self-locking 
feature  produces  an  attractive 
basket-weave  pattern,  with  deep 
shadows.  And  they’re  economical. 


Only  Tite-On  Shin¬ 
gles  have  earned  the 
(wood  Housekeeping 
Seal  of  .Approval. 


The  Power  of  the  Post 
and  Good  Housekeeping 
Help  You  Sell  Tite-Ons 

Look  for  Huberoid  Tite-On  ads  in 
the  April  12th  issue  of  The  Saturday 
Evening  Post  and  the  May  issue  of 
(lood  Housekeeping.  Similar  ads 
have  already  api)eared  in  Karm.lour- 
nal.  Capper's  Farmer.  Successful 
Farming  and  Progressive  Farmer. 
.And  there’ll  be  more,  helping  to  i)re- 
sell  Tite-Ons  for  you,  making  your 
sales  efforts  more  profitable. 


Tite-Ons  are  applied  with  speed  and  ease. 
.Mistakes  are  practically  impossible. 
And  only  half  as  many  nails  are  needed. 


April,  1952 
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this  4  billion  dollar  market 


Remodeling  this  year  will  l>e  big  .  .  .  four  billion  dollars  big!  Families  are 
growing  by  leaps  and  bounds.  They've  got  to  “MAKE  MORE  ROOM.”  Show 
’em  the  easy  way  to  do  it:  by  enclosing  porches,  adding  breesevcays.  It’s  a 
remodeling  “natural”  .  .  .  the  market’s  wide  open.  Get  the  jump  on  eompe- 


THIS  WINDOW 


TURNS  PORCHES,  BREEZE- 
WAYS  INTO  YEAR-ROUND 
ROOMS 


The  Ualco  Jalousie,  with 
its  satin-srnooth  aluminum 
frame  and  smart  glass  lou¬ 
vers,  is  taking  the  re¬ 
modeling  market  by  storm. 
Has  eye  appeal!  Makes  a 
beautiful  sunroom— a  dra- 
mctic  breezeway.  Practi¬ 
cal!  Turns  open  porches 
into  all-climate  rooms  that 
are  weather-tight  in  win¬ 
ter;  100%  cool  in  summer. 
Needs  no  weatherstrip- 
ping;  no  maintenance.  Be 
the  first  in  town  to  sell 
Ualco  Jalousie  windows 
and  doors  —  with  Ualco’s 
new,  sales -tested  display. 

•  Read  details  on  right.) 


ALUMINUM  JALOUSIES 


THIS  DISPLAY 


SELLS  CUSTOMERS  THE  IDEA 
—AND  THE  JOBI 


Here’s  what  hap¬ 
pens  when  you  put 
this  display  to  work 
for  you:  It  grabs 
the  customer's  at¬ 
tention.  Plants  the 
"bug”  in  his  mind 
to  MAKE  MORE 
ROOM.  Show.s  him 
how  .  .  .  with  pic¬ 
tures  of  attractive 
installations.  Shows 
him  the  actual  win¬ 
dow  .  .  .  what  it 
looks  like,  how  it 
operates  —  because 
there’s  an  actual 
jalousie  in  the  dis¬ 
play.  YOU  DON’T 
HAVE  TO  TIE  UP 
MONEY  IN 
LARGE  STOCKS. 
WE  GUARANTEE 
IMMEDIATE 
FILL-IN- 
SHIPMENTS.  This 
eye-catching,  three- 


color  display  is  available  to  you 
at  once.  Here’s  our  offer;  We 
bill  you  only  $19.25  (our  actual 
cost)  —  BUT  THE  E.NTIRE 
$19.25  IS  DEDUCTED  FROM 
YOUR  INmAL  ORDERS.  Ac¬ 
tually,  it  costs  you  nothing.  Send 
your  order  now.  This  display 
will  make  you  money! 


FREE  Salesbuilder  Kit! 


{ 


NEWSPAPER  MATS 
MAIL  STUFFERS  7^ 
RADIO  SPOTS 


'9 


TELEVISION  SPOTS  [^iv] 
WINDOW  BANNERS 


Thu  I’alco  Jalousie  kit  is  loaded  with  sales  help.  Brings  eustom- 
\  ers  in.  Gets  you  inquirieSt  phone  calls.  Helps  you  sell  other 
materials,  tool 


•  Th«re'f  o  Uolco  Aluminum  Window  for  Ivory 
Construction  Roquiremont  including: 


TEAn  OFF  ORDER  TODAY 

^  Union  Aluminum  Co.  Inc. 

I  Sheffield,  Alobomo— BS4 

I  Gentlemen: 

I  □  Please  send  at  once  UALCO  ALUMINUM  JALOUSIE  DISPLAY. 
I  Please  bill  my  account  for  $19.23.  I  understand  the  full  $19.25  will  be 
I  deducted  from  my  initial  orders. 

I  □  Please  send  complete  “MAKE  MORE  ROOM’’  Sales  Kit,  without 
I  charge. 


See  Our  Catalog  In  Sweet's 

UNION  ALUMINUM  CO.,  INC. 

Sheffield,  Ala. 


□  Please  send  catalog,  technical  data,  prices. 

Firm _ 

Aflrlr^c  - 


World’s  largest  martulaciurer 


City. 


.5t*tF. 


of  alummum  easement  windows 


Signed. 
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RAY-O-LITE  fllUniUGS 

A  f 

Profit  Opportunity 

There  is  something  new  under  the  sun  —  with  a  shining 
opportunity  for  profit-wise  dealers  to  increase  soles  and 
profits.  Made  of  shatterproof  re-enforced  Plastic  panels 
in  9  colors  with  anodized  aluminum  framing,  the  delicate 
beauty  af  these  awnings  break  down  sales  resistance. 
Now  you  can  assure  your  customers  of  a  lighter,  brighter 
home  or  business  establishment  with  ownings  that  stay 
colorful  ond  new  in  appearance.  Their  permonence  and 
complete  freedom  from  upkeep  keep  them  sold! 

A  few  choice  territories  are  still  open  to  franchise. 

RAV-O-LITE  c.n> 

696  Greenwood  Ave.,  N.E. 
ATLANTA  6,  GEORGIA 


Dealers  Note  SPECIAL  LOW  PRICES  ON 

FLAT  METAL  CASEMENT  SCREENS 


Bronzed  Steel 

Famous  Fenestra  Screens 
Bonderized  Steel  Frame 
Galvanized  Wire 

Bronze  Dipped  by  exclusive  new  process 
for  long  life 


ALUMINUM 

Finest  Aluminum  Screens  Made 
Aluminum  Channel 
Aluminum  Screen  Wire 
Will  Not  Rust 


Size 

Price 

Size 

Price 

1212 

1.75  each 

isl212 

1.80  each 

1313 

1.95  each 

rl313 

2.19  each 

1414 

2.15  each 

«1414 

2.49  each 

Order  for  Any  Quantity  Welcome 

IMMEDIATE  DELIVERY  FROM  STOCK 
F.  O.  fi.  PHILADELPHIA 

THE  A.  M.  CARROLL  COMPAHV 

1414  REMINGTON  ROAD,  PHIUDEIPHIA  31,  PA.  PHONE:  ARDMORE  2291 


GLASS 

JALOUSIES 

(LOUVRE  WINDOWS) 


and 

^^HpRversations  of  ar^ 
homeowners. 

lese  new  window&^H^^H 


pncted  ventilation. 
Raining?  No  need  to  cl 


PPcasements.  double 

Windows! 


doors. 

^HPrches.  clear- 
Pn^s  and  in  con 
rith  picture  windows. 


btablished  over  25  years.  PRO-TECT-U  products  are 
famous  for  uniform  high  quality,  and  the  dependable 
integrity  of  their  maker.  We  cordially  invite  you  to 
send  for  complete  details  on  a  PRO-TECT-U  dealership 
at  once.  Prompt  reply  and  strictest  confidence  assured. 


j.  Cho'^^ 

0 


Better- Built 


Better  Looking 


T^ENDEL  ^ctUiiaied 

AWNINGS 

With  The  New,  Stneamlined 
Waiet‘-fall  Front 
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Are  you  getting  your  share 
of  aluminum  awning  profits? 


- 


del  your  share  of  aluminum 
awning  profits  with  Shade  King. . . 
low-priced  for  mass  selling  .  .  .  designed 
(o  save  profit-cutting  handling  costs! 
Quick,  easy  assembly  from  Shade  King 
standard  parts  requires  no  special 
equipment,  no  skill!  And  standard  parts 
simplify  inventory  and  re-ordering! 


JUST  10 
BASIC  PARTS 
NO  NUTS,  BOLTS 
SCRIWS,  RIVETS 


ALL-ALUMINUM  AWNINGS 


6  COLORS 
TO  SELL 


FHA 

APPROVED 


A  Few  Territories  Still  Arailable  to 
Qualified  Distributors  and  Dealers 


BAIN  &  COMPANY.  INC.  A 

18th  and  main  streets 

PITTSBURGH  15.  PA. 

1  certainly  am  interested  in  cashing  in  on  metal 
awning  profits  with  Shade  King.  Please  send  com¬ 
plete  information  al  once.' 


Phone  or  WRITE  TODAY! 


Business. 
Address. . 


I_— .City . Zone. 


.State. 
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PERMA-SHADE,  the  sensationally  different 

awning,  brings  you  dozens  of  exclusive  sales 
features  that  no  other  awning  can  match.  It  is 
the  ideal  awning  for  year  ’round  sales  ...  for 
commercial  as  well  as  home  installations. 

LOOK  at  these  features: 

•  PERMA-SHADE's  louver  ventilation  in  top 
sides  and  ends  is  unique.  Keeps  sunrays 

•  out;  lets  light  in  so  that  it  looks  like  soft 
fluorescent  lights. 

•  Circulation  through  sides  and  top  makes  it 
much  cooler. 

•  Ideal  for  commercial  as  well  as  residential 
use  because  it  is  sturdier;  even  largest  sizes 
are  rigid  and  strong.  Its  appearance  is 
dignified,  too. 

•  Fabricated  from  heavier  aluminum  sheets, 
PERMA-SHADE  gives  solid  protection 
against  snow  and  ice. 

•  NEVER  need  removing;  no  rust,  no  rattle, 
no  expensive  call-backs. 


Pofcnf  No.  2,572,621 

NOlVy  make  awnings  a  real  volume  item,  with  all  year  profits. 

Our  dealer  plan,  coupled  with  PERMA-SHADE's  exclusive  features 
are  designed  to  make  you  a  big  operator  in  the  awning  business. 


Manufacturing  Co.,  Inc. 

3580  Jackson  Ave.,  Memphis,  Tenn. 
Phones  48-0642—48-8786 


April,  1952 
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cAmerica^  A^ineH 


ALUMINUM  STORM  SASH 


I 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
*with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


U.  S,  Pat  No.  2578470 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


Ot  Atit  .  _  _ 

'‘'■’Coaronteed  by*^ 
.  Good  Housekeeping  . 


Nationaliy  ttdvertised 


\ 


Here’s  why  leading  companies  prefer  Season-all  •  •  • 

ZJke  cArhtocrat  o/  Storm  Sa^k  ! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible 
winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a 
minimum  •  Provide  unsurpassed  all-weather  pro¬ 
tection  for  windows. 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Seoson-all  Sales  Corporation 

146  Forty-sixth  St., 

Pittsburgh  1,  Pa. 


^ -  '4-^ 

*e«we* 

from  sound,  a  proven 


orgonizofions^^compr.sh'^ 

record  ° 


nf . 


s  a  successful  dealer 


SUN-SASH  COMPANY 

38  Pork  Row  New  York  38,  N.Y. 


BUILDING  SPECIALTIES 


Introducing 


A  LOUVRED  WINDOW  EVERYONE  CAN  AFFORD  ! 


Now  .  .  .  \«)u  can  i;i\c  \our  custnmcrc  the  lowest  priced  louvred 
window  on  the  market  —  e\en  costs  /cm  than  ordinary  windows, 
l  ake  advantaj;e  ot  this  new  trend  in  w  indows  and  cash  in  on  j;ood 
prohts  with  Siin-Sasli  louvred  window  hardware  —  the  hottest 
selhnj;  item  sou  can  carrs.  Sun-Sash  is  sold  at  nationally  advertised 
prices  throujth  authori/ed  dealers  onls. 


Sales  Possibilities  Unlimited  —  the  tamous  Sun-Sash  window 
IS  perfect  for  new  construction,  remodelmi;  .  .  .  for  home,  offices, 
factories,  scIkmiIs  and  hospitals  ,  .  .  tor  interior  office  partitions, 
transoms,  and  ventilators  —  the  answer  to  inexpensive  \entilation 
in  tjlass  block  construction,  (  an  be  installed  by  anvone  m  any  si/e 
openmi;  m  a  tew  minutes. 


Priced  To  Sell  —  over  (.(Mio.ddn  Sun-Sash  wimlow 
priMif  that  this  lar,ii;est  selhnj;  window  is  outstandini;. 


ADVERTISED  IN 


•  Small  1  lomes  ( luide 


•  Saturday  1  seninj;  Post 

•  better  Homes  and  (larden 


•  .\meric.in  1  lome 


lar  Mechanics 


WRITE  FOR  FULL  DETAILS  AND  PRICES,  NOW! 


One  ot  the  many  Sun-Sash  Applicotions 


NA.Ml 


ADDRESS 


STATl 


r 
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On  tlie  House .  .  . 


rpms  department  has  been  in- 
quirinu  about  business  condi¬ 
tions  in  the  specialty  industry. 
Most  dealers  report  that  business 
has  been  somewhat  slow  during 
the  past  few  months  but  is  now 
be^innin^i:  to  pick  up  a};ain.  Many 
report  that  their  bijjKest  problem 
is  not  so  much  the  shortage  of 
aluminum  products  as  the  lack  of 
salesmen  who  are  willing  to  do 
the  hard  plu^^jrinjr  that  is  neces¬ 
sary  to  overcome  consumer  resis¬ 
tance. 


As  Kobert  Elder,  market injr 
consultant  of  Iloston,  told  his 
audience  at  a  recent  meetint?  in 
New  York  of  the  American  Man¬ 
agement  Association.  “The  cry  of 
‘crisis’  no  lonRer  stam.pedes  con¬ 
sumers,  nor  do  apiieals  either 
verba!  or  written  which  emphasize 
probable  shortages  or  price  in¬ 
creases  stir  the  buyer.”  Mr.  Elder 
added  that  there  is  a  need  foi- 
products  carefully  engineered  to 
the  consumer’s  wants  and  a  stronjr 
desire  on  the  consumer's  part  for 
a  personal  and  friendly  interest 
in  their  jiroblems  as  buyers.  Ob- 
{('(nitiinifd  (tti  Pdffi  61 ) 


BUILDING 

SPEQALTIES 


Cover  Picture  of  the  Month 

Aluminum  awninq  shown  on  the  cover  totals 
7710  sq.  ft.  and  sold  for  520,000.  It  was  in 
stalled  on  the  Ex-Cell  O  plant.  Detroit,  Mich., 
owned  by  a  major  firm 

in  the  packaging  field.  _ 

This  installation  proved 
so  satisfactory  that  it 
was  followed  by  an¬ 
other  for  $7,000  on  an¬ 
other  plant.  Owners 
calculate  that  this  in¬ 
stallation  saves  them 
58.000  for  Venetian 
blinds.  The  installation 
was  made  by  C-Thru 
Aluminum  Awning  Co. 
of  Michigan.  1221 
Springwells  Ave.,  De¬ 
troit  9,  Mich.,  and  is 

thought  to  be  the  largest  aluminum  awning 
in  the  world.  Four  to  six  men  worked  3  weeks 
to  assemble  and  install  entire  job.  The  awning 
was  manufactured  by  the  C-Thru  Aluminum 
Awninq  Co.,  424  W,  Eleventh  St.,  Los  Angeles 
15.  Calif. 
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Just  think  how  many  modern 
homes  w  ithout  front  or  hack  porches 
are  “naturals”  for  this  ('hilders 
aluminum  door  canopy.  It  uives  p(»s- 
itive  protection  against  sun.  rain 
and  snow  and  it  harmonizes  with 
any  home.  Today’s  d(M>r  canopy 
sales  are  tomorrow’s  prospects  for 
window  and  porch  awnings. 


F>ach  ('hilders  awning  is 
packaged  at  the  factory, 
and  comes  with  all  fittings 
for  quick,  easy  installation. 
No  special  t<M»ls  *»r  tedi«tus 
assembly  required. 


HEKpyS  the  ideal  product  to 
help  you  make  summer-time 
profits  from  your  storm  window 
cu-^tomers. 

It’s  the  revolutionary  new  Chil¬ 
ders  aluminum  awninn:  that  lets 
you  fit  any  size  window  or  porch 
from  stock — without  costly  cus¬ 
tom  tailoring-  Childers  awniuK-s 
and  door  canopies  in  complete 
ranjre  of  sizes  are  ready  for  ship¬ 
ment.  .\o  lont?  delays. 

One  of  (’hilders  important  sales 
advantages  is  the  low  price — far 
helow  the  cost  of  custom-tailored 
metal  awniiiK-s.  Childers  offers 
many  selliiiK  aids  and  co-op  adver- 
tisinjr  program  to  make  selling 
easy. 

.\’o  lar^e  investment  is  needed 
to  secure  a  Childers  franchise  but 
due  to  the  short  aluminum  supply 
only  a  limited  number  of  dealers 
can  be  added  at  present.  How¬ 
ever,  some  choice  franchi.ses  are 
still  available. 


For  full  information  about  how  you 
can  acquire  a  protected  Childers 
franchi.se,  write,  wire  or  phone 
Childers  Manufacturinji:  Co..  .3620 
West  11th  St.,  Houston  K.  Texas. 
Telephone  T\V-2161. 


Exclu.sive  Childers  features: 

1.  I.eakproof.  yet  ventilated. 

2.  (ileamin;;  enamel  finish  baked 
with  infra-red  for  longest  life. 

.3.  Harmonizes  with  any  home. 

1.  Can’t  rot.  fade  or  rust. 


Not  even  the  punishing  full-force  blast  from  a  garden  hose  lutionary  new  awnings  come  in  standard  size  units  to  fit 

could  make  this  Childers  awning  leak!  Childers  awnings  can  t  even  double  windows,  porches  and  patios  but  the  price 

leak  because  they  re  solid  sheet  oluminum.  These  revo-  is  far  less  than  custom-tailored  aluminum  awnings. 


New  Packaged  Alnminnm  Awning 
Is  Key  To  Year-Ronnd  Extra  Profits 


Storm  window  dealers  who  sell  Childers  Awnings  from 
stock  can  bnild  profitable  sideline  without  big  investment. 
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Steady  Improvement  Seen 
In  Aluminum  Situation 

Allotment  of  68  million  lbs.  to  BMD  is 
expected  to  bring  manufacturers'  quota 
for  3rd  quarter  to  over  40%  of  base 

The  aluminum  situation  has  im-  tion  storm  sash  manufacturers  and  of  the  buildintr  specialty  fahri- 
proved  somewhat  recently  and  dealers  in  this  product  can  expect  cators  do  not  have  the  nece  sary 
many  manufacturers  of  aluminum  moderately  increased  supplies.  CMP  tickets.  Prime  suppliers  are 
awnin}^s  and  storm  sash  received  The  improved  situation  has  in  agreement  with  the  small  man- 
some  additional  metal  for  the  sec-  Riven  rise  to  considerable  optimism  ufacturers  and  are  pleadinR  for 
ond  quarter.  The  return  of  a  con-  amonR  .some  manufacturers.  Un-  the  i.ssuance  of  more  CMP  allot- 
siderable  amount  of  aluminum  to  fortunately,  it  is  nece.ssary  to  in-  ments.  In  a  recent  meetinR  of  the 
('MP  by  manufacturers  makinR  ject  a  note  of  caution  here.  Al-  Senate  Small  Business  Committee 
certain  defense  items  as  a  result  though  the  newspaper  headlines  the  prime  suppliers  attribute<l 
of  the  “stretchout”  in  the  rearma-  indicate  that  civilian  aluminum  their  excess  supply  to  overnight 
ment  program  has  provided  the  fabricators  will  get  increased  sup-  cancellations  by  the  military  and 
RMD  (Bldg.  Materials  Div.)  of  plies  of  metal,  manufacturers  rep-  they  repeatedly  api>ealed  for  a  re- 
the  NPA  with  some  68  million  re.sentatives  in  Wa.shington  find  laxation  of  controls  sufficient  to 
l)ounds  of  metal  for  the  third  quar-  an  attitude  of  .skepticism  among  permit  them  greater  flexibility  in 
ter.  NPA  officials.  In  general  the  atti-  non-military  allotments. 

This  amount  i.s  an  increa.se  of  tude  of  NPA  officials  is  that  the  The  Government  took  the  posi- 
50''  over  the  Division’s  2nd  quar-  pre.sent  increa.se  is  only  temporary,  tion  that  there  was  not  as  much 
ter  share.  Hence  it  is  expected  that  Meanwhile  the  manufacturers  aluminum  available  as  was  appar- 
specialty  manufacturers  will  re-  are  insi.sting  on  increa.sed  allot-  ently  indicated.  NPA  officials 
ceive  about  of  base  for  the  ments,  pointing  out  that  aluminum  pointed  out  that  a  producer  who 

third  quarter.  As  a  result  there  has  mills  have  in  many  ca.ses  offered  had  one  hundred  pounds  available 
been  a  noticeable  increa.se  in  pro-  them  large  amounts  provided  they  which  he  offered  to  35  people  .still 
duction  by  a  number  of  combina-  had  CMP  tickets.  Naturally,  most  (Contiinied  on  Pof/o  57) 


"Block  heat"  electric  convectors  hove  thermostats  and  no  exposed  right  is  the  some  heater  with  the  case  opened.  Air  is  sucked  in 
open  wires.  Outer  cose  of  this  type  ot  heater  is  shown  at  left.  At  thru  lower  louvers,  is  heated  by  fins,  and  expelled  at  top. 

—F'lt.'l  ,s  ,-.n,rU-s\  I'ah'y  Mjg.  L'u. 

Space  Heaters  Help  Clinch 
Porch  Enclosure  Sales 

Modern  "black  heat"  electric  convectors  are  the 
simplest  to  install  and  most  economical  to  run 


By  G.  H.  COX 
Sales  Manager 
Poley  Mig.  Co. 

averajje  home  owner  who 
decides  to  have  hi.s  open  i)orch 
enclo.sed  usually  has  one  of  two 
rea.sons  for  this  alteration  of  his 
house.  He  may  simply  want  a  more 
comfortable  porch  —  one  that  is 
breezy  in  summer  yet  well  screened 
ajjainst  annoying  insects  and 
which  can  also  provide  adequate 
lirotection  a>rainst  rain.  On  the 
other  hand,  he  may  want  an  extra 
year-round  room  becau.se  he  needs 
the  space. 

The  majority  of  home  owners  to¬ 
day  .seem  to  be  intere.sted  in  porch 
enclosures  bwau.se  they  want  an 
additional  year-round  room  and 
this  is  the  easiest  and  cheapest  way 
to  jret  it.  Now.  many  dealers  tell 
their  prospects  that  the  jalousies 
or  window  units  they  propose  to  in¬ 
stall  will  make  the  customer's 


present  ojien  jforch  into  a  comfort¬ 
able  year-round  addition  to  the 
hou.se. 

Unfortunately,  it  takes  more 
than  window  units  or  jalousies  to 
make  a  porch  enclosure  really  com¬ 
fortable  in  winter.  Not  only  do  the 
walls  and  doors  require  insulation, 
but  the  windows  must  be  insulated 
with  storm  windows,  AND  eco¬ 
nomical  si)ace  heaters  mu.st  also  be 
jirovided. 

It  is  obvious  that  storm  windows 
must  be  dtted  to  the  large  glass 
area  of  the  enclosure  otherwise 
there  will  be  excessive  heat  loss. 
Naturally,  the  alert  dealer  will  not 
fail  to  avail  him.self  of  the  opjair- 
t unity  to  sell  much  needed  storm 
sash  in  addition  to  jalousies  or 
porch  enclosure  units.  When  it 
comes  to  heaters,  however,  the 
dealer  may  find  him.self  .somewhat 
at  a  loss  regarding  what  type  oi- 
kind  t(>  recommend. 

Whv  should  vou  handle  the  heat¬ 


ing  end  at  all'.’  Because  the  average 
cu.stomer  would  rather  deal  with  a 
contractor  who  will  do  the  com¬ 
plete  job  for  him.  Taking  care  of 
the  heating  problem  for  the  home 
owner  may  well  be  the  difference 
between  getting  the  enclosure  job 
and  not  getting  it. 

The  type  of  heater  which  is  easi¬ 
est  and  least  co.stly  to  in.stall  is  the 
“black  heat’’  eU'ctric  convector. 
This  type  is  also  the  mo.st  econom¬ 
ical  for  the  cu.stomer.  It  is  much 
easier,  simpler,  and  quicker  to  put 
in  the  wires  needed  for  this  heater 
than  to  in.stall  the  air  ducts  or 
plumbing  needed  for  hot  air.  steam 
or  hot  water  units.  You  can  al.so 
quite  honestly  assure  your  cu.s¬ 
tomer  that  it  will  NOT  be  co.stly  to 
run  this  kind  of  electric  convector. 

Mast  people  are  accustomed  to 
think  of  electric  heaters  as  being 
expensive  to  opei-ate.  It  is  true  that 
the  ordhiari/  open  wire  electric 
(Coiifitiued  0)1  49) 
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Don^t  Oversell  Your  Prospect 


When  you  tinish  your 
talk,  thank  the  eus* 
tomer  and  LEAVE! 


Talking  with  the  head  of  a 
relatively  small  but  successful 
storm  window  and  siding  company 
recenth',  the  conversation  naturally 
shifted  around  to  the  subject  of 
sales — the  life-blo<Ml  of  any  busi¬ 
ness.  “Sales  are  all-im{x)rtant,  and 
the  salesman  is  the  one  who  can 
make  or  break  any  firm.’’  I  was 
told. 

During  the  cour.se  of  this  inter¬ 
view  most  of  the  sins  of  omission 
and  commission  by  .salesmen  were 
fully  explored,  one  in  particular 
came  to  the  surface  again  and 
again. 

In  the  Bag 

Simply  stated,  “over.selling”  has 
probably  lost  more  orders  for  spe¬ 
cialty  dealers  than  any  other  single 
factor,  according  to  my  informant. 
By  this  the  owner  meant  losing  a 
.sale  after  it  was  “in  the  bag.” 

After  the  preliminary  work  has 
been  done,  and  prospects  located, 
.screened,  contacted,  and  SOLI), 
many  .salesmen  still  don’t  come 
back  to  the  office  with  the  order. 
Why?  They  talk  too  much.  They 
oversell.  They  don’t  in.stinctively 
know  when  it  is  time  to  .say  “thank 
you,”  put  on  their  hats  and  leave. 

There  are  many  ways  in  which 
this  works,  but  the  most  frequent 
.seems  to  be  the  .salesman  who  is  too 
thankful  for  the  order.  Instead  of 
accepting  it  with  dignity  on  a  busi- 
nes.s-like  basis,  thereby  giving  the 
customer  the  feeling  that  he  has 


made  a  wise  investment  for  him- 
.self,  the  salesman  all  too  frequent¬ 
ly  becomes  .so  effusive  in  his  thanks 
for  the  order,  and  in  throwing  in 
unneces.sary  assurances  that  the 
job  will  be  up  to  par  in  quality,  that 
the  customer  frequently  begins  to 
wonder  if  it  will  be  a  good  job.  He 
wonders  if  the  price  i.s  right.  He 
wonders  of  the  choice  of  materials 
was  the  best.  In  short,  he  loses  con¬ 
fidence,  and  cancels  the  order. 

Another  way  this  same  over.sell¬ 


ing  works  is  demonstrated  by  a 
recent  ca.se  in  which  the  head  of 
this  company  was  actually  with  one 
of  his  .sale.smen,  and  personally 
watched  the  job  .sold,  and  then  lost. 
This  was  to  have  been  a  siding  job, 
and  this  firm  was  particularly 
anxious  to  get  this  job,  as  it  was 
the  first  one  in  a  certain  area  where 
all  of  the  houses  were  of  frame 
con.struction,  and  had  been  built  in 
the  1929-31  era.  The  head  of  this 
firm  felt  that  the  first  hou.se  to  be 
worked  on  by  his  firm  in  this  area 
would  be  a  good  advertisement,  and 
would  probably  result  in  additional 
jobs  from  the  prospect’s  neighbors 
in  the  near  future.  But  the  order 
was  lo.st. 

Initial  Call 

The  history  of  this  ca.se  runs  a 
typical  course:  the  prospect  was 
located  through  a  modest  new.s- 
paper  advertising  campaign,  and 
the  .salesman  made  an  initial  call, 
at  which  time  he  talked  with  the 
hou.sewife;  showed  .samples,  and 
made  preliminary  measurements. 
At  the  .same  time  he  made  an  ap¬ 
pointment  to  call  in  the  evening  a 
few  days  later,  to  talk  with  the 
owner  of  the  hou.se,  it  which  time 
he  was  to  have  final  cost  figures  on 
two  types  of  material,  which  had 
been  .selected  by  the  hou.sewife. 

The  night  of  the  apjjointment 
rolled  around,  and  the  head  of  the 
firm  accompanied  by  the  .salesman, 
(Cotifhiued  <>»  Pn(fe  44) 
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Typicol  kitchen  layout  equipped  with  natural  finished  (varnished)  birch  cabinets  that  reflect  trend  away  from  all  white  kitchens. 


Wood  Kitchen  Cabinets  A 


For  Specialty  Dealers 


From  Data  Furnished  By 
Brommer  Mig.  Co. 

TP'  YOU  are  one  of  the  many  deal- 
ers  faced  with  a  drop  in  sales 
volume  because  of  the  metal  short- 
ajfe.  you  will  find  it  very  worth¬ 
while  to  look  into  the  wo(k1  kitchen 
cabinet  business.  There  is  no  short- 
ajre  of  lumber  at  present  and 
kitchen  cabinet  manufacturers 
have  ample  supplies  of  material  for 
their  requirements.  You  may  l^e 
unfamiliar  with  the  kitchen  busi¬ 
ness  .so  here  is  a  brief  account  of 
what  you  oujrht  to  know  about  it. 

First  of  all,  it  is  not  merely  a 
retail  busine.ss  in  which  you  simply 
sell  packaged  cabinets  over  the 
counter.  You  can,  of  cour.se.  do 
business  this  way  and  make  plenty 
of  monev  but  vou  will  find  it  in¬ 


finitely  more  profitable  to  visit  the 
hou.sewife  in  her  home  and  sell  her 
a  complete  cu.stom  kitchen  which 
you  have  planned  with  her  to  fit 
the  e.\act  dimensions  of  her  kitchen 
layout. 

Considering  the  profit  you  can 
make,  the  capital  investment  is 
.sur|)ri.sinKly  small.  You  will  need 
at  lea.st  one  complete  kitchen  for 
display.  The  cost  of  such  a  kitchen 
varies  but  you  can  obtain  one  of 
average  size  in  wood  for  about 
$500.  This  includes  cabinets  and 
counter  tops  only.  You  will  find  it 
ea.sy  to  obtain  a  refrigerator  and 
range  at  a  discount  from  a  local 
appliance  man  with  whom  you  can 
make  a  deal. 

For  the  mo.st  part  you  will  find 
that  you  do  not  need  to  supply  ap¬ 
pliances.  In  mast  remodeling  jobs 
your  work  will  consi.st  in  ripping 


out  old  fashioned  cabinets  and  in¬ 
stalling  new  ones  which  you  will 
arrange  to  save  the  housewife 
many  steps.  You  may  have  to  move 
the  pre.sent  refrigerator  and  .stove 
to  fit  into  your  new  plan. 

Your  sample  kitchen  should  be 
displayed  in  a  large  well  lighter! 
room  easily  accessible  to  the  pub¬ 
lic.  While  it  is  an  advantage  to 
have  a  display  room  in  a  busy  part 
of  the  city,  a  great  many  kitchen 
dealers  are  doing  very  well  with 
displays  on  highways  on  the  out¬ 
skirts  of  cities  or  in  the  heart  of 
a  iKjpulous  residential  suburb. 

F^ven  if  your  display  room  is  in 
an  out  of  the  way  place,  you  will 
find  it  surprisingly  ea.sy  to  get  cus¬ 
tomers  to  come  and  visit  it  if  you 
do  a  good  direct  mail  job.  If  your 
canvassers  and  salesmen  do  their 
work  properly  cu.stome*^  will  be 
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eager  to  come  in  to  see  actual 
samples  of  what  has  been  demon¬ 
strated  in  the  home  with  colored 
pictures  and  miniatures. 

You  will  save  yourself  a  lot  of 
headaches  and  start  making  profits 
most  quickly  if  you  hire  an  experi¬ 
enced  kitchen  man  as  your  sales 
manager.  Let  him  .set  up  a  sepa¬ 
rate  kitchen  department  and  give 
him  as  much  freedom  of  action  as 
you  possibly  can.  He  will  recruit 
and  train  .salesmen  for  you  and 
make  all  the  necessary  arrange¬ 
ments  for  installation  crews.  At 
the  beginning  he  may  hire  a  local 
carjienter  to  install  the  cabinets 
but  as  your  .sales  volume  rises  you 
will  find  it  more  economical  to 
hire  and  train  your  own  mechan¬ 
ics. 

How  big  an  inventory  you  will 
have  to  keep  depends  on  the  ar¬ 
rangements  you  make  with  the 
manufacturer  and  his  local  di.strib- 


It  may  be  easier  (and  cheaper) 
for  you  to  receive  your  ciibinets 
completely  knocketl  down.  In  that 
ca.se  you  will  get  them  in  individual 
packages  with  the  various  parts 
precisely  cut,  notched,  and  drilled 
.so  that  your  mechanic  can  as.semble 
them  quickly  and  easily  in  the 
shop.  The  hardware  is,  of  course, 
included  in  the  package. 

You  may  find  it  more  conven¬ 
ient  to  get  your  cabinets  com¬ 
pletely  as.sembled  but  unfinished  so 
that  you  can  give  your  customer 
her  choice  of  colors  or  natural  fin¬ 
ish.  In  regard  to  color  there  is  a 
noticeable  trend  away  from  the 
clinical  white  kitchen  and  a  sur¬ 
prising  number  of  women  .seem  to 
prefer  natural  wood  with  a  clear 
finish  which  will  show  the  deco¬ 
rative  grain  of  the  wood. 

One  of  the  advantages  of  wood 
cabinets  is  that  they  are  ea.sy  to 


refinish  in  various  color.-.  A  survey 
made  by  Ponderosa  Pine  Wood¬ 
work  of  Chicago,  Ill.,  reveals  that 
58 of  tho.se  who  have  cabinets 
will  change  the  color  eventually 
while  41''  will  refinish  their  cabi¬ 
nets  in  another  color  within  5 
years.  When  it  comes  to  color  pref¬ 
erence,  the  survey  indicated  that 
although  44''  still  prefer  white, 
,‘54 ''  want  a  natural  wood  finish 
and  22 'v  prefer  a  color  other  than 
white. 

Since  color  is  .so  important  in 
the  eyes  of  the  housewife,  it  may 
pay  you  to  set  up  a  little  paint  shop 
where  you  can  finish  cabinets  in 
any  desired  shade.  The  investment 
here  would  be  relatively  .small — a 
paint  sprayer  and  an  electric  hand¬ 
held  .Sander. 

For  natural  finish  at  least  2  coats 
of  clear  varnish  is  required. 
Enamel  finishes  require  an  er.amel 
(Continued  on  Page  59) 


Profitable 


utor.  It  is  wi.se  to  affiliate  with  a 
supplier  who  is  big  enough  to  buy 
and  .sell  in  carload  lots  since  his 
prices  to  you  will  then  be  more 
reasonable  and  you  will  be  able  to 
offer  the  customer  complete  kitch¬ 
ens  at  a  modest  cost. 

An  average  kitchen  job  may  co.st 
the  cu.stomer  about  $1,000,  more 
or  less.  An  attractive  low  cost  wood 
kitchen  can  be  .sold  for  $800.  Mark 
up  allowances  depend  on  the  manu¬ 
facturer  and  di.stributor  but  40'+ 
is  a  usual  figure. 

Some  manufacturers  do  not  re¬ 
quire  you  to  keep  any  inventory  at 
all.  You  simply  .send  him  an  order 
for  the  number  and  type  of  cabi¬ 
nets  you  want,  a  sketch  of  the 
kitchen  layout,  and  an  order  for  a 
continuous  counter  top  surfaced 
with  Formica  (or  whatever  other 
surface  he  favors).  You  should  be 
able  to  receive  all  the  cabinets, 
hardware,  etc.  within  a  week  from 
the  neare.st  distributor  if  you  are 
following  a  no-inventory  plan 


Low  cost  single-bowl  sink  with  linoleum  top  finished  in  notural  birch, 

—Pfu  to  courti'sy  Brammt'r  Mfg.  Co. 
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GENILEMIH! 

HERE  IS  ABSOIITELT  THE  GREATEST 


PROFIT  MAKER 


IN  THE  BUILDING  SPECIALTIES  FIELD! 


ARM  YOUR  SALESMEN 
WITH  DEMONSTRATORS 


And  Watch  The  Fastest  Sales 
Action  You've  Ever  Seen!  Lud 
man  Wmdo  -Tite  Jalousies  Sell 
Themselves. 


GIASS  SUPS  IN  ;  CLICKS  TIGHT 


Now  you  con  throw  away  those  glass  installation  tools  I  No  more  difficult, 
messy,  time-consuming  clip  bending... no  more  breaking  glass... no  more 
binding  louversi  The  amazing  new  Tension-Grip  Louver  Clip  saves  installation 
time  and  money...  stops  rattles  and  increases  weathertightness  I  Get  a  Windo- 
Tite  Demonstrator  with  Tension-Grip  Louver  Clips  today! 


'pat0nf  oppft*d  for 


How  To  Sell  More 
Metal  Awnings 

Some  sound  advice  from  a  metal  awning 
specialist  with  many  years  of  experience 


By  GROVER  RICHARDS 
Gen.  Sales  Mgr., 
Youngstown  Industries,  Inc. 


NOW  is  the  time  to  your 
metal  awnitiK  business  in  full 
switifT.  You  can  earn  a  verj'  sub¬ 
stantial  income  from  the  sale  of 
this  product  and  it  supplements  the 
storm  window  business  ideally. 
Here  are  some  su^Kcstions  on  ways 
to  sell  more  awnings.  The  experi¬ 
ence  of  some  very  succe.ssful  awn- 
in^f  men  has  shown  that  if  a  dealer 
conscientiously  carries  out  a  pro¬ 
gram  based  on  these  suggestions 
he  is  l)ound  to  make  money. 

.VDVF^RTISK:  (let  your  Spring 
advertising  program  .started  im¬ 
mediately.  Take  large  sized  ads  in 
local  newspapers  and  advertise 
consistently.  Ply  up  punch  lines 
like  “Deliveries  when  you  want 
them  if  you  order  early.”  Remem¬ 
ber  that  it  has  been  proven  that 
for  every  .$28.00  inve.sted  in  good 
newspajx*r  advertising  of  quality 
aluminum  awnings  about  100 
square  feet  is  .sold.  If  you  allot 
$14.(i00  for  advertising  this  year, 
you  cannot  fail  to  sell  at  lea.st  50,- 
000  square  feet  of  awnings  —  a 
gro.ss  retail  volume  of  at  least 
$175,000.  Of  cour.se  you  may  be 
able  to  sell  this  much  without 
spending  .so  much  for  advertising 
but  you  can  l)e  sure  of  it  by  adver¬ 


tising.  Your  .sale.sman’s  job  is  made 
easier  and  his  chances  of  succe.ss 
are  greater  when  you  have  heli)ed 
to  “pre-.sell”  the  cu.stomer  with  ad¬ 
vertising. 

KXHIBIT:  If  there  is  a  local 
home  show  at  any  time  during  the 
sea.son  don’t  fail  to  take  space  and 
work  up  an  attractive  booth  staffed 
by  your  be.st  men.  You  will  be  sur¬ 
prised  by  the  large  number  of  leads 
you  will  be  able  to  qualify  and  the 
considerable  increa.se  in  sales  vol¬ 
ume  which  will  follow.  Except  for 
direct  mail  the  home  show  offers 
one  of  the  best  ways  to  get  sales 
literature  into  the  hands  of  pro.s- 
pects  who  often  turn  out  to  be 
customers. 

C.4NV’.4SS:  Equip  your  .sales¬ 
men  with  photos,  kodachromes,  lit¬ 
erature,  samples,  and  real  induce¬ 
ments  to  canva.s.s — sfiU  the  best, 
least  expensive,  and  surest  trap  to 
success  in  the  specialty  business. 
There  is  no  sub.stitute  for  door-to- 
d(M)r  .selling  in  the  awning  business 
and  the  be.st  way  to  get  pros{)ects 
is  to  go  out  to  their  homes  and 
talk  to  them  personally.  Make  your 
salesmen  realize  this.  It  means  a 
lot  of  hard  plugging  but  nobody 
has  yet  invented  a  better  way. 

TELEPHONE :  One  (rf  the  quick¬ 
est  ways  to  make  contacts.  Look 
through  your  files  and  call  up  your 
old  cu.stomers,  many  of  them  can 
supply  you  with  new  business. 


Top:  Fixed,  ventilated  aluminum  awnings  in 
a  solid  color.  Bottom:  same  type  awnings 
and  canopy  in  alternating  vertical  stripes. 

Vh,.tos  courtesy  You tutstotcti  hi.iustrics.  !nc. 


Above  all  they  are  a  wonderful 
.source  of  new  leads.  Women  tele¬ 
phone  canva.s.sers,  if  wi.sely  .select¬ 
ed,  are  often  very  productive  of 
new  leads,  espetdally  since  they 
have  an  easier  approach  to  hou.se- 
wives. 

PROMOTE  SPECIALS:  Ex¬ 
ample — “Now  You  Can  Easily  Af¬ 
ford  That  Big  Patio  Awning  You 
Have  Been  Wanting!  Let  Us  Show 
You  More  Beauty,  Higher  Quality, 
And  Ix)wer  Co.st  With  Our  Awn¬ 
ing.” 

And  don’t  forget — a  good  pro¬ 
motion  of  doorway  canopies  is  a 
sure  door  ojwner.  Proper  follow  up 
results  in  the  additional  sale  of 
window  and  patio  awnings. 

BET  .MORE  LEADS:  Offer  your 
old  customers  a  small  percentage 
of  any  .sales  that  result  from  leads 
they  turn  in.  Display  samples  and 
literature  in  ail  possible  locations 
where  leads  may  be  developed.  Get 
the  cooperation  of  other  home  im¬ 
provement  item  .salesmen.  They 
will  give  .vou  a  surprising  numljer 
of  “bird  dog”  leads  if  you  reward 
them  with  a  .small  bonus  which 
need  be  no  more  than  a  mode.st 
(Continued  on  Page  59) 


April,  1952 


31 


N.  I.  Dealer's  Civic  Interests 
Help  Increase  His  Business 


By  ALBERT  S.  KESHEN, 
Special  Correspondent, 
Building  Specialties 


AN  ACTIVK  interest  in  civic 
affairs  is  paying  off  for  the 
Pearse  Construction  Co.  of  Union, 
N.  J.  The  head  of  the  firm,  Chester 
A.  Pearse,  firmly  believes  in  being 
a  “joiner.”  As  a  member  of  the 
Lions  Club,  Better  Businessmen’s 
Bureau  and  other  organizations, 
and  somewhat  of  a  minor  public 
official  in  his  capacity  as  part  of 
the  town’s  planning  board,  Mr. 
Pearse  finds  plenty  of  opportunities 


ities  to  pick  up  leads  by  helping 
these  movements  to  make  the  com¬ 
munity  progress  and  patronize 
Iwal  enterprises  whenever  |K)ssible. 

F'or  e.xample,  Union,  one  of  the 
fastest  growing  suburbs  in  North 
Jer.sey,  jumping  in  population  from 
4,000  to  40,000  in  less  than  a  gen¬ 
eration,  put  on  an  e.xhibit  called 
“Know  Your  Town”  in  which  the 
business  men  arranged  displays  to 
acquaint  the  town’s  residents  with 
local  industry.  Mr.  Pear.se  not  only 
willingly  contributed  his  services 
to  make  the  affair  an  outstanding 
success,  but  put  on  an  interesting 
display  of  the  products  he  handles 
and  the  services  he  provides.  That 


was  a  week  in  which  the  canvas- 
.sers  could  take  things  easy ;  more 
leads  were  pouring  in  than  even 
the  .sales  force  could  handle. 

On  another  occasion  the  Union 
Lions  Club  arranged  a  stunt  in 
which  members  placed  .sj)ecimens 
of  their  advertising  materials  in 
shopping  bags  which  were  distri- 
butetl  around  in  keeping  with  the 
slogan,  “It  Pays  to  Advertise.” 

That  al.so  brought  in  a  bonanza 
of  inquiries.  Exhibits  of  the  firm’s 
work  in  .schools,  churches  and  other 
outlets  have  akso  proven  highly 
prfxluctive  and  contributed  greatly 
toward  stimulating  sales  volume. 

{Continued  on  Page  54) 


to  help  his  community  grow  and  in 
the  process  reaps  some  of  the  bene¬ 
fits  in  busine.ss  directed  his  way. 

The  result  of  this  side  activity 
is  that  many  of  this  dealer’s  neigh¬ 
bors  know  of  his  availability  to 
remodel  kitchens  or  install  storm 
windows,  porch  enclosures,  plastic 
tile  or  overhead  doors  by  his  mere 
physical  presence  alone.  Every 
time  they  .see  or  hear  about  him 
they  are  reminded  of  his  services. 
Al.so  there  are  plenty  of  opportun¬ 


tjATlONS 


Above:  Heading  on  fhe  3"  x  5"  memo 
pod  distributed  by  Pearse  Construc¬ 
tion  Co.  to  customers  os  o  reminder 
of  its  numerous  services. 


Office  and  salesrooms  of  the  Pearse 
Construction  Compony  on  Stuyvesont 
Avenue  in  Union  City,  N.  J.  Chester 
A.  Pearse  is  president  of  the  company. 


f 
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Visitors  And  Exhibitors  Seen 
At  The  NERSICA  Convention 


1 — L  fo  R;  J.  Barnes,  Harry  Clark  (visil'or  from  New  Zealand), 
and  Sen.  John  J.  Sparkman  who  received  Nersica  award  as  the 
person  in  public  life  who  has  done  the  most  for  the  home  improve¬ 
ment  industry.  2 — Arthur  J.  Frentz,  Commissioner  FHA  Title  I, 
who  discussed  financing  under  Title  I.  3 — James  F.  Klein,  Pres., 
Kinsner  Supply  Ca.,  Clevelond,  O.,  who  received  Nersica  award 
for  distinguished  service  to  home  improvement  industry  given  to 
a  person  other  than  a  contractor.  4 — L  to  R  seated:  Robert  O. 


Schanke  and  L.  E.  Rogers  of  the  Ruberoid  Company,  manufacturers 
of  numerous  roofing  and  siding  products.  5 — John  R.  Greer,  Gen. 
Soles  Mgr.,  Brammer  Mfg.  Co.,  demonstrates  his  company's  kitchen 
cabinets.  6 — Harry  Nassan,  Pres.,  Capitol  Bldg.  Products  Co.,  of 
Chicago.  7 — Sales  personnel  of  Alumidor  Mfg.  Co.,  porch  en¬ 
closure  mfrs.  Seated,  L  to  R:  Jack  Jones  and  Sam  Potash. 
8 — O.  G.  Norton,  Nersica  V.P.  and  specialty  dealer. 


I 


f 
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Top  Left:  Vincent  Crudele,  President  of  Nersieo  oddressing  mem¬ 
bers  ond  visitors  at  one  of  the  luncheons.  Jock  Orchard,  President 
of  the  Notional  Metal  Awning  Assn.,  is  seated  at  lower  table 
(fourth  from  left).  10 — Verflex  personnel  (L  to  R)  Fred  Norman, 
J.  Glueckler,  Bob  Bender  and  J.  Lo  Re.  1 1 — Paul  Moloney,  Pres, 
of  the  Moloney  Co.,  Cleveland,  O.,  poses  with  one  of  his  dealers, 
J.  Homestead  of  Montclair,  N.  J.  12 — D.  B.  Thompson  (L)  and 
M.  C.  Gibbons  (R)  of  the  Colbor  Point  &  Varnish  Co.,  Philadelphia, 


Po.,  stand  before  the  company's  exhibit.  13 — Charles  E.  Hunter, 
Pres,  of  the  Notional  Combination  Window  Inst.  14 — Tom  Grosse, 
Soles  Mgr.  of  the  Awnair  Corp.,  whose  company  makes  Venetian 
type  aluminum  awnings.  15 — Feother-Lite's  Mr.  Miller  telling 
all  about  the  wood  combination  windows  he  was  demonstrating. 
16— Old  Quaker  Point  Company's  representative  discussing  side 
wall  coatings. 
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Siding  Panels  Easily 
Removed  And  Replaced 


From  Data  Furnished  By 
Insulating  Siding  Assn. 


Most  any  type  of  sidinjr  mate¬ 
rial  may  on  occasion  become 
damaged  from  any  one  of  a  number 
of  unpredictable  causes.  Among 
these  are  falling  tree  branches, 
tires,  collisions  with  vehicles,  spill¬ 
age  of  liquid  fuels,  and  in  some 
cases  malicious  damage.  Sometimes 
such  damage  is  severe  enough  to 
require  replacement  of  the  dam¬ 
aged  iM)rtion,  and  in  such  ca.ses 
I)rompt  repair  of  the  damaged  por¬ 
tions  will  restore  the  .service  life  of 
the  wall  before  extended  damage 
can  occur. 

One  of  the  advantages  of  the 
various  insulating  sidings  is  the 
ease  with  which  necessary  repairs 
can  be  made.  Repairs  involve  the 
removal  of  the  damaged  panel,  or 
panels,  and  replacement  of  same 
with  a  new  panel. 

The  illu.strations  show  the  pre¬ 
ferred  steps  in  removing  a  dam¬ 
aged  panel.  The  first  step  is  to  drive 
nails  holding  the  damaged  panel 
through  the  panel  using  a  nail  set. 
The  next  step  is  to  cut  the  right- 
hand  underlying  shiplap  from  the 


panel  using  a  fibre  board  knife. 
Finally  lift  the  old  panel  out  of  its 
position  and  remove  the  small  piece 
of  shiplap  which  has  been  cut  from 
the  panel. 

The  nails  of  the  panel  just  re¬ 
moved  are  hammered  flush  with 
the  original  wall  surface.  Next  the 
right-hand  shiplap  is  cut  from  the 
panel  and  placed  into  position  under 
the  overlying  shiplap  of  the  right- 
hand  adjacent  panel.  Asphalt  Plas¬ 
tic  Cement  or  caulking  compound 
is  applied  in  a  bead  along  the  cut 
edge  of  the  shiplap  and  the  new 
panel  inserted  into  its  proper  place. 
Nailing  then  proceeds  as  usual.  If 
the  above  procedure  is  followed,  a 
minimum  of  effort  is  required  and 
the  results  are  e.xcellent. 

With  the  advent  of  the  .so-called 
“Shake”  siding  with  its  clapboard¬ 
like  application,  the  above  proce¬ 
dure  cannot  be  followed  completely 
since  nailing  instructions  on  this 
type  siding  require  nailing  through 
both  panels  where  the  panels  over¬ 
lap.  As  a  result  the  following  pro¬ 
cedure  is  recommended  for  the  re¬ 
pair  of  this  type  siding. 

Nails  along  the  lx)ttom  edge  of 
the  overhanging  panel  are  carefully 
pulled  using  a  nail  puller  (see  figure 
4).  This  must  be  done  in  such  a 


Top,  Left: — Noils  olong  the  bottom  edge 
of  the  overlapping  panel  are  removed 
with  a  nail  puller. 

Top,  Right: — Removing  the  damaged 
panel. 

Middle: — With  a  nail  set,  drive  nails 
through  damaged  panel. 

Bottom: — Cut  right  hand  underlying 
shiplap  from  the  ponel  with  a  fibre  board 
knife- 


manner  that  the  appearance  of  this 
panel  is  not  marred.  The  remaining 
nails  (all  in  the  panel  to  be  re¬ 
moved)  may  be  driven  through  the 
panel  using  a  nail  set,  or  may  be 
pulled  using  the  nail  puller.  The 
I)anel  may  then  be  removed  by  pull¬ 
ing  down  and  to  the  left  while  hold¬ 
ing  onto  the  lower  left-hand  edge 
of  the  panel. 

Carefully  place  the  lower  right- 
hand  edge  of  the  panel  in  position 
resting  on  the  shelf  formed  by  the 
{Continued  on  Page  57) 
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KD  Jalousies  Offered  At 
Low  Prices 

The  Sun-Sash  Company  is  ofFer- 
injr  dealers  steel  KI)  jalousie  parts 
at  exceptionally  low  prices.  The 
parts  consist  of  galvanized  steel 
uprights  to  which  pivoted  metal 
|K)ckets  for  glass  louvers  are  at¬ 
tached.  Left  hand  upright  has  a 
lock  and  a  simple  lever  which  ro¬ 
tates  all  the  pockets  in  unison  thru 
a  105°  turn.  A  five-ftK)t  piece  of 
rubber  weatherstripping  js  includ¬ 
ed  in  each  package.  The  weather¬ 
stripping  is  used  to  form  a  seal  at 
the  top  and  bottom  of  the  jalousie. 

Dealers  supply  their  own  glass 
louvers  from  local  sources.  The 
louvers  are  six  inches  wide  and 
3/16"  thick.  Retail  cost  including 
glass,  weather.stripping,  uprights, 
and  labor  is  about  $1.50  per  .sq. 
foot.  Installation  is  remarkable 
simple.  Uprights  are  screwetl  to  the 
sides  of  the  window  frame,  louvers 
are  inserted  into  the  pockets,  and 
the  horizontal  weatherstripping  is 
glued,  nailed  or  screwed  into  place. 


The  uprights  may  be  bolted  to¬ 
gether  side  by  side  to  form  a  con¬ 
tinuous  wall  of  jalousies  and  may 
also  be  erected  one  over  the  other 
to  any  desired  height.  Sizes  of  the 
uprights  range  from  No.  3  which  is 
1  5U>"  high  (3  louvers)  to  No.  14 
which  is  6'  high  and  has  14  louvers. 


Samcoe  Producing  New 
Decorative  Door  Canopy 


The  Wm.  J.  Samcoe  Iron  Com¬ 
pany  announces  the  manufacture 
of  the  Mar-Kee — a  decorative  and 
protective  canopy  for  doorways. 
The  Mar-Kee  is  a  prefabricated, 
complete  unit  that  may  be  easily 
in.stalled  by  one  man,  within  an 
hour — at  approximately  one  half 
the  cost  of  the  usual  custom-made 
canopy  of  this  type. 

Wood  roof,  covered  with  galvan¬ 
ized  sheet  iron — finished  w'ith  one 
coat  of  prime  white.  Gutter  on  all 
three  sides,  with  rain  .spout,  pre¬ 
vents  dripping  off  edges.  Furnish¬ 
ed  with  canopy  brackets,  as  illu.s- 
trated.  Ceiling  doorway  for  over¬ 
head  light,  optional. 

The  Samcoe  Mar-Kee  is  manu¬ 
factured  in  three  sizes;  Mar-Kee 
No.  5634  is  56"  wide  x  34"  deep  x 


22"  high.  Mar-Kee  No.  6640  is  66" 
wide  X  40"  deep  x  25"  high.  Mar- 
Kee  No.  5)646  is  96"  wide  x  46"  deep 
X  29"  high. 

«  ♦  « 

Packaged  Ornamental 
Iron  Porch 

A  new  type,  permanent  orna¬ 
mental  iron  Porch-in-a-Package 
that  an  amateur  can  easily  install 
in  a  few  hours  is  now  available  to 
home  owners  acro.ss  the  country. 
This  inexpensive  iM)rch,  named 
Portico,  is  a  development  of  the 
Tennessee  Fabricating  Company. 

Portico,  a  real  Porch-in-a-Pack- 
age,  is  delivered  to  the  home  owner 
in  a  compact  12"  x  12"  x  8'  carton 
containing  two  ornamental  iron 
angle  columns,  all  wood  members 
of  the  roof  frame  section,  (miter- 
cut),  moulding  and  trim,  and  finish¬ 
ing  nails  for  assembling  the  pieces. 
Complete,  simple  instructions  with 
drawings  showing  step  by  step  in- 
■stallation  procedure  are  also  en¬ 
closed.  Portico  is  adju.stable  to  fit 
entrances  up  to  5'  x  8'. 


Portico  is  designed  .so  that  it  can 
be  appropriately  installed  on  homes 
of  any  architectural  styel,  whether 
new  or  already  built.  The  basic 
Portico  unit  takes  a  deck  type  roof. 
However,  a  custom  roof,  pagoda  or 
other  style,  can  be  easily  added. 

(Continued  on  Page  62) 
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Shower  Doors  Are 


Ideal  ^^Extra^'  Items 


They  increase  the  total 
of  the  contract  and  are 
easy  to  sell  because  they 
glamourize  the  bathroom 


From  Data  Furnished  By 
Show  Door  Co.  of  America 


People  who  an*  adding  im¬ 
provements  to  their  homes  are 
apt  to  be  somewhat  conservative  in 
their  tastes.  Generally  speaking 
they  are  afraid  that  they  mijfht 
not  like  living  year  in  and  year 
out  with  devices  or  materials  that 
are  ultra  modernistic  in  design  or 
appearance.  This  is  not  surprising 
since  mo.st  homes,  including  the 
majority  of  tho.se  recently  built, 
are  only  slight  variations  of  basic 
“Cape  Cod,”  “Colonial,”  “Early 
American,”  etc. 

However,  there  are  two  places 
in  the  average  home  where  manu¬ 
facturers  and  dealers  can  make  ef¬ 
forts  to  .sell  improvements  ba.sed 
on  attractive,  modern,  design  or 
glamour.  The.se  places  are  the 
kitchen  and  the  bathroom.  Glamor- 
ization  of  kitchens  has  been  in  full 
•swing  for  a  number  of  years. 
Every  conceivable  item  of  conven¬ 
ience.  comfort,  and  labor  saving 
device  has  been  introduced  into  the 
kitchens  of  new  and  old  homes. 

Items  such  as  di.shwa.shers,  au¬ 
tomatic  stoves,  refrigerators,  built- 
in  cabinet.s,  and  garbage  dispo.'^al 
units,  etc.,  have  become  necessities 
in  a  relatively  short  time.  Thus  the 
kitchen  has  been  exploited  to  the 
full  extent  of  the  consumer’s  pur¬ 
chasing  power.  On  the  other  hand, 
the  bathroom  has  only  recently  be¬ 
gun  to  get  its  due  share  of  atten¬ 


tion  from  home  improvement 
dealers. 

One  of  the  modern  items  that  is 
ideally  suited  for  the  improvement 
of  a  bathroom  is  the  shower  door. 
Your  .salesmen  will  find  hou.sewives 
in  complete  agreement  on  the  fact 


Modern  shower  doors  with  sand 
blasted  design  and  sparkling  alumi¬ 
num  are  immensely  attractive  to 
home  owners. 

^■Vhoto  courtt'sy  Shiiuvr  Poor  Co.  of  .-fwirriVd 


that  cleaning  the  bathroom  is  one 
of  the  messiest  jobs  and  the  mo.st 
di.sagreeable  of  her  hou.sehold 
chores.  Since  a  shower  door  is  an 
excellent  means  of  controlling  the 
worst  cause  of  mess  in  the  bath¬ 
room,  you  can  be  sure  that  the 
hou.sewife  will  listen  attentively  to 
your  .sale.sman’s  talk  about  this 
product. 

Salesmen  find  it  easy  to  sell  the 
convenience  and  comfort  of  a 
water-tight,  draft-tight  shower 
door.  Home  owners  like  them  be- 
cau.se  they  eliminate  the  possible 
damage  to  ceilings  below  bath¬ 
rooms  cau.sed  by  water  seepage. 
And  any  home  owner  will  tell  you 
how  difficult  it  is  to  prevent  get¬ 
ting  water  on  the  floor  when  taking 
a  shower  even  with  old  fashioneil 
shower  curtains. 

P'rom  the  hou.sewife’s  point  of 
view  the  shower  door  eliminates 
wet,  me.s.sy  floors  that  have  to  be 
wiped  dry  on  hands  and  knees  and 
it  al.so  does  away  with  shower  cur¬ 
tains  which  are  hard  to  dry  and 
are  therefore  su.sceptible  to  mildew 
and  odors. 

It  is  not  the  practical  aspects  of 
shower  doors  alone  that  attract 
the  home  owner.  With  its  sparkling 
glass  decorated  with  modern,  beau¬ 
tiful  .sandblasted  designs  and  the 
brilliant,  gleaming  finish  of  its 
aluminum  frame,  the  modern 
shower  door  vastly  improves  the 
apix*arance  of  the  entire  bathroom 
and  lends  that  touch  of  modernity 
{Cpntimied  on  Page  50) 
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ALUMINUM  AWNINGS 

•  Fastest  Selling  Awnings!  A 

•  Ten  Beautiful  Colors!  jP 

•  All-Weather  Protection!  w 

•  New,  Improved  Construction  and  Design!  3 

•  Big  Sales  Potential! 


WANTED: 

DISTRIBUTORS  and  DEALERS 

Franchise  territories  open 
for  qualified  dealers! 


Write,  phone  or  wire 

SCATTON  BROS.  MFG.  CO. 

413  West  Chapel  Street  Hazelton,  Pa. 


Phone:  Hazelton  4902-4901 


BUILDING  SPECIALTIES 

B.  S.  REPORTER . . . 


Robert  Edelstein  Appointed 
By  Diamond  Bldg.  Products 

Robert  Edelstein  has  been  ap¬ 
pointed  eastern  sales  manager  by 
Diamond  Building  Products  Corp., 
manufacturers  of  stainless  steel 
triple  track  combination  storm 
windows  in  Cleveland,  O. 


Mr.  Edelstein  joined  the  organ¬ 
ization  as  field  representative  over 
two  years  ago.  He  has  been  in  the 
storm  window  field  for  approxi¬ 
mately  ten  years  and  is  thoroughly 
acquainted  with  the  business  from 
every  marketing  angle. 

*  ♦  * 

Challenger  To  Make 
Stainless  Steel  Windows 

Mr.  Samuel  Brourman,  President 
of  Challenger  Products  Inc.,  Pitts¬ 
burgh,  Pa.,  has  announced  that  all 
the  equipment  and  dies  for  the 
manufacture  of  .stainle.ss  steel 
combination  storm  windows  have 
been  purcha.sed  from  the  Corry- 
Jame.stown  Manufacturing  Co., 
Corry,  Pa. 

Mr.  Brourman  further  stated 
that  Challenger  Products  will 
shortly  go  into  production  on  a 
line  of  Stainless  Steel  Windows 
for  national  distribution  to  com¬ 
plement  their  present  production 


of  Stainless  Steel  Storm  and 
Screen  Doors. 

The  window  will  be  completely 
redesigned  to  accommodate  the 
self-storing  of  a  screen.  A  new 
building  is  now  under  construction 
adjoining  the  present  Challenger 
Stainless  Steel  Door  plant  at  2601 
Penn  Ave.,  Pittsburgh  to  expand 
the  facilities  for  the  manufacture 
of  the.se  products. 

«  *  ♦ 

Ingersoll  Prod.  Div. 
Announces  New 
Appointments 

Inger.soll  Products  Division  of 
Borg-Warner  Corp.,  Chicago,  Ill., 
announces  the  ap{)ointment  of  C. 
E.  Huwen  as  Manager  of  Sales  Pro¬ 
motion.  Mr.  Huwen  has  been  Illi¬ 
nois  and  Wisconsin  field  represen¬ 
tative  and  was  Manager  of  Dry 
Wall  Construction  for  National 
Cypsum  in  Buffalo,  N.  Y. 

R.  J.  Andrus  of  Detroit  has  re¬ 
cently  been  employed  as  the  com¬ 
pany’s  Michigan  and  Indiana  field 
repre.sentative. 

W.  S.  Stromer,  Jr.,  has  been  pro¬ 
moted  from  Chief  Sales  Coordina¬ 
tor  to  the  position  of  our  Illinois 
and  Wi.sconsin  field  representative. 

*  *  ♦ 

Hunter  Mfg.  Co.  Appoints 
Rigby  as  P.  R.  Director 

J.  Alfred  Rigby  has  been  ap- 
IK)inted  indu.strial  and  public 
relations  director  of  the  Hunter 
Manufacturing  Company  it  was 
announced  by  Charles  E.  Hunter, 
President. 

Hunter  Manufacturing  Com¬ 
pany  is  located  in  Bristol,  Pennsyl¬ 
vania  and  manufactures  aluminum 
windows  and  doors  and  functional 


and  ornamental  light  metal  trim 
and  moldings  as  well  as  fulfilling 
munitions  contracts  for  the  De¬ 
partment  of  Defense. 

*  «  ♦ 

H.  A.  Daum  Named  To 
Shade  King  Direction 

Howard  A.  Daum.  Pittsburgh, 
has  been  named  General  Manager 
of  Bain  &  Company,  patent  owners 
and  national  distributors  of  the 
popular  Shade  King  Aluminum 
Awning. 

Mr.  Daum  was  formerly  Sales 
Manager  of  Produx  Inc.,  a  subsidi¬ 
ary  of  National  Metal  Products 
who  were  licensed  by  Bain  &  Com¬ 
pany  to  manufacture  and  distri¬ 
bute  the  awning.  Since  August 
10th,  1951,  Bain  &  Company  has 
taken  over  all  sales. 


H.  A.  Daum 


Mr.  Daum  has  many  new  inno¬ 
vations  for  Shade  King,  one  of 
which  is  a  new  carton  character 
called  King  Shade,  which  will  be¬ 
come  a  national  figure.  This  new 
character  will  be  used  in  advertis¬ 
ing  television  promotional  mate¬ 
rial,  doing  all  sorts  of  humorous 
things.  New  literature  has  just 
been  leased,  new  sales  and  installa¬ 
tion  manuals  are  now  being  pre¬ 
pared,  photographic  murals  and 
other  dealer  helps  are  under  way. 
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Winstrom  Plans 
Sales  Expansion 

Mr.  Milton  C.  Alexander,  Presi¬ 
dent  of  Winstrom  Manufacturing 
Corporation,  with  plant  and  offices 
located  at  15-32  127th  Street,  Col¬ 
lege  Point,  New  York,  has  an¬ 
nounced  that  his  organization  is 
planning  an  extensive  Ea.st  Coast 
promotion  to  establish  additional 
qualified  dealers. 

The  Winstrom  firm,  a  subsidiary 
of  Suburban  Bronze  Works  has  47 
years  of  window  manufacturing 
experience  and  markets  the  Triple- 
Shield  3  track  Aluminum  Combina¬ 
tion  Window  that  features  an  ad¬ 
justable  sub-frame,  interlocking 
meeting  rail  and  double  locking 
bolts. 

Mr.  James  Shodell,  Manager  and 
Mr.  Roy  Feudtner,  Sales  Manager 
are  coordinating  the  promotion  and 
adverti.sing  program  that  will  in¬ 
clude  Trade  Publications  and  Con¬ 
sumer  Newspaper  and  will  also 
make  available  a  complete  Mat 
Service  for  dealers. 

Dealer  inquiries  are  invited. 

*  «  « 

Wm.  M.  Ereiling  Appointed 
By  Morrison  Steel  Product 

The  appointment  of  William  M. 
Kreiling,  18  West  43rd  St.,  Kansas  | 
City  11,  Mo.,  as  sales  representa¬ 
tive  for  the  MOR-SUN  Furnace 
Division,  Morri.son  Steel  Products, 
Inc.,  Buffalo,  has  been  announced 
by  John  K.  Farrar,  acting  sale.s- 
manager.  The  territory  covered  by 
Mr.  Kreiling  is  Kan.sas  and  Wes¬ 
tern  Mis.souri. 

For  the  past  seven  years  Mr. 
Kreiling  has  operated  as  a  sales  i 
■>.ngineer  in  the  Kansas  City  are* 

T”  addition  to  MOR-SUN,  he  rept*3 
sents  Despatch  Oven  Company  of 
Minneapolis,  Minn.,  and  American 
Air  Filter  Co.,  of  Louisville,  Ky. 

*  *  « 

Owens-niinois  Glass  Co. 
Appoints  John  Duncan,  Jr.  | 

I 

John  Duncan,  Jr.  has  been  ap-  i 
pointed  to  the  newly-created  post  j 
of  Director  of  Trade  Relations  for  j 
(Continued  on  Page  42)  | 


Profits  .  . 

,  Better  Customer  Satisfaction  . 

1 

STOCK  UP  NOW  on  AIR  MASTER 

meiP-KiMT 

ALUMINUM  STORM  WINDOWS 


Permanently  Installedi 
HINGED  METAL  CASEMENT 
STORM  SASH 


•  IV^"  Dead  Air  Spaca  to  Control 
Condonsotion. 

•  Positivo  Woathor-Strippinq  Soal  — 
Proronti  Droits  Through  Prlnorf 
Windows. 

The  AIR  MASTER  extruded 
aluminum  storm  window  is  o 
stock  item  manufactured  in 
standard  sizes  and  is  available 
for  immediate  delivery. 


ALL  ALUMINUM  COMBINATION 
STORM  WINDOW 

•  Precision  Installed  e  No  Screws.  No  Springs 
e  Precision  Built  e  Fingertip  Operation 
The  AIR  MASTER  all-aluminum  combina¬ 
tion  storm  window  is  designed  for 
weather  protection,  providing  a  screen, 
storm  window 
and  weather 
ikraushtut  Stripping  —  all  in 
onel 


Come  in  and  visit  our  modern,  spacious  Plant! 
Mail  Coupon  Today  for  Full  Information 


AIR  MASTER  CO. 

18th  St.  at  Lehigh  Ave.,  Philadelphia  32,  Pa. 

Please  send  me  hill  information  and  prices  on  your 
complete  Storm  Window  line. 

Name  . 


Address 
City . 


Zone 


Stote 


Air  Master  CO. 

18TH  STREET  AT  LEHIGH  AVENUE,  PHILADELPHIA  32,  PENN  A. 
PHONE:  BAIdwin  3-7100 

Member  of  the  National  Combination  Storm  Window  and  Door  institute  Inc. 


6305  EUCLID  AVENUE 
CLEVELAND  3.  OHIO 
EXprvsi  I -IS  16 


TO  YOU  MR.  DEALER: 

GET  AHEAD  OF  COMPETITION 

We  are  proud  to  present  to 
you  the  newest  addition  to  the 
Weather-Tite  line  —  the  profit- 
maker  and  salesgetter  of  the 
year — your  door-opener  to  $us- 
ce$$  —  your  forerunner  to  the 
rest  of  the  Weather-Tite  line — 
the  easy-to-install  Kcon-o-Mizer 
sells  rompletely  assembled  for 
24  X  24  two-lite  and  screen  at 
only  $6.70! 

.So  easy  to  install  —  watch 
.Scottie  do  it! 


AS  FAST  AS  THEY  ARRIVE— WE  PASS  THEM  ON  TO  Yj 
JUST  ARRIVED!  i 


Something  new  in  the  Weother-Tite  line — oil  olumin 
onodized  window  and  casement  combination  windows  ai 
answer  to  your  problem  of  hord-to  pleose  customers. 


double-hi 
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BUILDING  SPECIALTIES 


CALBARCAULKmCOMPOm 
^  ill  26  PmAHlHT  COLORS 

I 


•  •  to  match  or  harmonize  with 


all  building  materials 


Now  select  a  CALBAR  Caulking  Compound  to  match 
brick,  asbestos-cement  siding,  shingles,  metal  or 
wood  ...  in  ANY  color  required  .  .  .  including 
black,  brilliant  white  or  aluminum.  And  remember, 
CALBAR  is  non  hardening  and  non  staining,  and 
complies  with  Federal  Specifications  and  those  of 
the  Asbestos  Cement  Products  Association. 

Wrlt9  today  for  comploto  information 

CALBAR  PAINT  &  VARNISH  CO. 

261 2-26  N.  Martha  St.  •  Phila.  25,  Pa. 


Manufacturers  of  Technical  Products 


pKAUFMANN  CORPORATION-i 

Specialists  in  Aluminum 

and  Stainless  Steel 
DETENTION  Screens  and  Doors 

17210  GABLE,  DETROIT  12,  MICH.  TW.  3-2000 

Aluminum  Windows,  Doors,  Screens,  Specials 


'  B.  S.  Reporter 

!  (Coiitiinied  from  Page  39) 
the  Kaylo  Division  of  Owen.s-IIIi- 
nois  Gla.ss  Co.  William  M.  Hankins, 
Jr.,  division  general  .sales  manager, 
in  making  the  announcement,  .said 
that  Mr.  Duncan  will  act  as  a  spe¬ 
cial  representative  contacting  ma¬ 
jor  firms  with  which  the  company 
does  business,  and  will  report  di- 
I  rectly  to  him. 

Mr.  Duncan  has  been  with 
Owen.s-Illinois  for  the  past  19  years 
and  has  .served  in  sales,  purchasing 
and  admini.strative  capacities.  He 
has  been  active  for  many  years  in 
the  American  Petroleum  Institute 
and.  on  leave  of  absence  for  part 
of  1951,  served  as  liai.son  officer  for 
the  National  Production  Authority 
in  Washington.  His  headquarters 
will  be  in  Toledo,  Ohio,  general 
offices  of  the  company. 

*  *  * 

Raiser  To  Build 
Extrusion  Plant 

Kaiser  Aluminum  &  Chemical 
Corporation  has  announced  signing 
of  a  Letter  Contract  with  the  gov¬ 
ernment  for  the  construction  of  a 
new  aluminum  extrusion  plant  and 
operation  of  two  mammoth  extru¬ 
sion  presses  at  Halethorpe,  Mary¬ 
land  for  the  U.  S.  Air  Force. 

The  plant  will  be  constructed  at 
a  cost  in  excess  of  $9,000  000 — 
exclusive  of  the  presse.s — adjacent 
to  the  existing  Halethorpe  extru¬ 
sion  plant,  near  Baltimore,  being 
operated  by  Kaiser  Aluminum. 

The  two  extrusion  presses,  each 
with  a  rating  of  8,000  tons,  are 
scheduled  to  turn  out  approxi¬ 
mately  3,000,000  iKfunds  of  criti¬ 
cally-needed  extruded  aluminum 
aircraft  parts  per  month.  The 
jiresses  will  be  nearly  50  per  cent 
larger  than  any  in  operation  in  the 
country  today. 

♦  ♦  ♦ 

NuTone,  Inc.,  To  Build 
,  New  Plant 

J.  Ralph  Corbett,  president, 
NuTone,  Inc.,  Cincinnati,  has  an- 
i  nounced  plans  for  a  new  plant  addi- 
I  tion.  The  new  structure  will  con- 
!  tain  20,000  .square  feet  of  floor 
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space,  bringini?  the  plant  total  to 
125,000  square  feet.  It  will  cost 
$100,000. 

The  e.xpansion  will  boo.st  NuTone 
employment  from  450  to  nearly  550 
employees.  Three  acres  of  land  in 
the  rear  of  the  plant  have  also  been 
purchased  for  future  expansion. 
This  brings  total  land  area  to  10 
acres.  The  company  is  the  world’s 
largest  producer  of  residential  dwr 
chimes. 

«  *  * 

Snyder  Buys  Out  Klein 
Shcore  of  ^reen  Firm 

The  firm  of  Duralume  Screen 
Co.,  2210  Atlantic  Ave.,  Atlantic 
City,  N.  J.,  has  come  under  the  sole 
ownership  of  Irving  Snyder  as  a 
result  of  Mr.  Snyder’s  purchase  of 
the  interest  of  his  partner  for  the 
past  three  years,  Herbert  J.  Klein. 

Mr.  Snyder  has  announced  that 
his  entire  showroom  is  being  re¬ 
painted  and  redecorated.  The  show¬ 
room  will  feature  Kool-Vent  patio 
and  window  awnings,  circular  door¬ 
way  canopies,  and  aluminum  com¬ 
bination  w'indows  and  doors. 

Mr.  Snyder  is  a  member  of  the 
Chamber  of  Commerce,  Chancellor 
Commander  of  the  Atlantic  Lodge 
98,  Knights  of  Pythias,  and  is  asso¬ 
ciated  with  various  other  civic  and 
.social  organizations. 

*  «  * 

Eenitex  Corporation  Builds 
New,  Ultra-Modem  Plant 

The  Kenitex  Corporation,  na¬ 
tional  manufacturer  of  exterior 
coatings,  are  building  one  of  the 
largest  known  plants — for  produc¬ 
tion  of  asbestos  Kenitex. 

Introduced  to  the  market  four 
years  ago,  Kenitex  has  become  in¬ 
creasingly  popular  for  commercial 
and  residential  buildings.  The  new 
plant  is  being  erected  on  a  one-and- 
a-half  acre  site,  near  the  intersec¬ 
tion  of  Jefferson  and  Fairfax  in  the 
west  Los  Angeles  industrial  area. 

The  main  structure  is  of  tilt-up 
concrete  construction  with  a  truss 
roof.  A  four-truck  well  provides 
docking  facilities  and  ease  of  mate¬ 
rial  handling.  The  main  executive 
offices  of  the  Kenitex  Corporation 
"  ill  al.so  be  located  at  this  address 
(Cmitinued  on  Page  44) 


to-  iie/p-  wpL  uou^ 

SAL^S  VOLUm! 


CORdiH 

ALL-ALUMINUM 
Outside  CASEMENT  STORM  WINOOW 

Corben  presents  a  complete  line  of 
Casement  Storm  Windows.  Built  with 
the  skillful  precision  that  has  made 
them  famous  .  .  .  priced  right,  this 
leader  is  a  sure  profit-maker  for  you! 


CORBIN 

^Il-AIUWINUM 
Outside  CA$iN»IT 
STORM  WINOOWj 

★  iASY  TO 
OKMTE 

^  NOSERVia 
CAUS 

Ar  ECONOMY 
PRICE 

At  easy  to  sell 

^  COMPtETE  STOa 
ON  HAND 

A'  IMMEDIATE 
DEilVERY 

iR  PHONE: 

ST.  2-S8D0 

★  OR  WRITE 
OR  WIRE 

NOWI 


BEN  CORSON  MEG.  CO. 


2247  NORTH  8TH  STREET 

PHILADELPHIA  33,  PA. 

PHONE:  STevenson  2-5800 
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BUILDING  SPECIALTIES 


DEALERS  WANTED  EVERYWHERE 

for  the  New 


AN  O'BRITE 


GRILLES 


Fits  All  Types  of  Doors 


Note  these  points  of  superiority: 

1.  Beautiful  Design.  Rich  in  eye  appeal  to  the  most  discriminating  buyer. 

2.  Anodized  for  permanence.  Protects  against  corrosion  and  pitting. 

3.  Made  of  highly  tempered  Aluminum.  Will  not  bend  easily. 

4.  Girder  type  construction.  Each  piece  of  metal  reinforces  the  next. 

5.  Protection  where  protection  is  needed.  No  unprotected  areas  in  the 
ANOBrite. 

6.  Choice  of  Bright  Chrome  lihe  finish,  or  satin  finish  which  blends  in 
perfectly  with  anodized  doors. 

7.  Economically  priced.  No  longer  a  luxury  item. 

PHONE,  WRITE  or  WIRE  for  FREE  sample, 
price  lists  and  descriptive  literature. 

WEBSTER'S  HOME  SPECIALTIES 

5497  Schaefer  Road  Dearborn,  Michigan 


SALES  MANAGER 
WANTED 

Owtroit  manufacturer,  distributing  product  nationally  to  new  construction  field  wants  to  locate 
on  aggressive,  experienced  man  under  35  years  of  age  who  will  start  and  operate  a  foctory 
branch  in  the  midwest  to  sell  this  product  to  the  present  tremendous  replacement  market. 
Remuneration  to  be  ogreed  upon.  This  branch  to  develop  the  plan  for  national  distribution 
through  building  specialty  companies.  The  man  we  want  may  continue  as  Sates  Manager  of 
this  division  if  the  test  is  successful  or  will  be  offered  the  branch  operation  os  his  own 
business  to  be  purchased  out  of  profits.  Best  experience  will  probably  be  from  storm  window, 
roofing,  siding,  insulation  applicotion  field.  Here  is  on  ideal  opportunity  for  the  right  man 
to  build  a  business  with  our  money  and  buy  it  for  himself  out  of  profits. 

WRITE  TO  BOX  356 

BUILDING  SPECIALTIES,  425  FOURTH  AVE.,  NEW  YORK  16,  N.  Y. 


B.  S.  Reporter 

(Continued  from  Page  43) 

— together  with  a  modern  scientific 
research  laboratory.  Completion 
date  for  the  plant  is  .scheduled  for 
May  of  this  year. 

(Continued  on  Page  73) 


Don't  Oversell 

(Continued  from  Page  25) 

made  the  call.  The  owner  was  im- 
pres.sed,  and  a  final  choice  of  mate¬ 
rial  was  made.  After  .some  conver- 
■sation.  the  price  was  agreed  upon, 
and  the  salesman  wrote  up  the 
order.  However,  instead  of  giving 
the  order  form  to  the  owner  for  his 
signature,  the  salesman  kept  on 
talking! 

After  the  sale  was  practically 
consummated,  the  salesman  start¬ 
ed  to  talk  about  other  types  of 
materials!  The  owner  either  be¬ 
came  confu.sed,  or  began  to  su.spect 
that  the  material  he  had  specified 
was  unsuitable.  He  finally  bluntly 
told  the  salesman  that  he  had 
changed  his  mind  about  doing  the 
job  right  away — he  wanted  more 
time  to  “think  it  over.”  That  was 
the  death-knell  for  this  sale — to 
this  day  this  firm  has  not  been  able 
to  .sell  that  owner  on  having  his 
hou.se  .sided. 

Another  variation  of  this  same 
theme  is  the  case  where  a  .sales¬ 
man  practically  wraps  up  a  job,  and 
then  .starts  to  assure  the  prospect 
that  they  made  a  wi.se  choice  in 
dealing  with  him  rather  than  one 
of  his  competitors.  Carried  too  far, 
this  can  not  only  lo.se  the  imme¬ 
diate  sale,  but  ruin  a  firm’s  reputa¬ 
tion  in  that  neighborhood.  Human 
nature  is  contrary — the  more  you 
try  and  “knock”  your  competition, 
the  more  many  prospects  feel  that 
you  are  the  questionable  firm,  and 
they  .spread  the  word  among  their 
friends. 

All  in  all,  it  boils  down  to  one 
fundamental  fact:  wrap  up  the  sale 
as  quickly  and  gracefully  as  pos¬ 
sible,  .say  “thank  you”  quickly,  and 
then  quietly  put  on  your  hat  and 
get  out!  It  pays! 


PLASTIC  TILE  SPECIFIED 


George  J.  Goudreau,  Owner-Builder  chos* 
Cermok  tiles  for  the  bathrooms  of  beauti¬ 
ful  Parkway  ond  Broadview  Gardens.  Over 
90,000  square  feet  of  tile  were  used. 

CHOSEN! 


Here’s  further  proof  that  Cermak  tile  is  first 
choice  among  builders  and  building  owners.  Spec¬ 
ifications  for  the  beautiful,  new  Parkway  and 
Broadview  Gardens  called  for  plastic  tile.  Many 
tiles  were  compared  for  beauty,  strength  and  long 
life  .  .  .  Cermak  tiles  were  chosen. 

George  J.  Goudreau,  Owner-Builder,  of  these 
residential  developments  states,  "We  have  been 
completely  satisfied  with  our  Cermak  tile  instal¬ 
lations  and  plan  to  use  them  in  future  develop¬ 
ment  programs.  Gleaming  tiled  bathrooms  add  to 
the  fresh,  trim  appearance  of  each  apartment. 


Cermak  tiled  walls  are  easy  to  clean  and  show  no 
wear  after  years  of  use;  they  help  us  keep  mainte¬ 
nance  costs  down.” 

All  over  the  country  dealers  are  finding  that 
the  Cermak  line  of  plastic  wall  tiles  is  the  popular 
choice  of  home  owners  and  builders  alike.  They 
know  that  Cermak "undergated”  tiles  are  stronger, 
that  they  are  easier  to  apply.  If  you  are  not  already 
a  Cermak  Dealer  and  are  looking  for  easy  sales 
for  added  profits,  write  today  for  complete  infor¬ 
mation  on  Cermak,  the  premium  plastic  wall  tile. 


Ot  t/ie  “7iU.  OttCuAiruf 

CERMAK  TILE  COMPANY,  INC. 

4901  Brookpark  Road  •  Cleveland  29,  Ohio 
IN  CANADA:  BUILDERS  FLOORING  &  MILLWORK.  LTD 


HELENS  AVENUE,  TORONTO 


Gleaming  walls  of 
Cermak  Tile  are  easy 
to  clean,  last  a  lifetime. 


46 


BUILDING  SPECIALTIES 


every  building  in  your  town 
is  a  prospect  for 


The  proudest  industrial 
names  in  our  country 
insist  on  Kenitex  quality. 
Laboratory-tested  Kenitex 
has  satisfied  thousands 
of  home  owners  from 
coast  to  coast. 

Kenitex  dependability 
means  greater  profits 
for  you.  Proven  sales 
aids  insure  a  successful 
sales  p'^ogram. 

A  few  territories 
are  still  open  for  qualified 
dealers.  Details  on  request. 


’’the  tnafticat  extertor  ^nish” 
beautifies,  insulates,  ueutherproofs 

♦  - - - ^ 

KcnifcAk  CORP..  854  So.  Robertson  Blvd.,  Los  Angeles  35,  California 


I 


i-uiiiul _ _  _ ^ 

NEW 

CONStRUCriON 


REMOOEIING 


/ 


Double  Rollaway  Tub  Enclosures  install  on  any 
wall  surface  without  screws  or  drilling!  Auto¬ 
matic  interlocking  parts  form  a  rigid  unit  that 
fits  any  size  opening.  Adjustable  jambs  on 
shower  doors  compensate  for  any  out- of- 
plumb  walls — insure  quick  and  easy  installa¬ 
tion. 

Write  today  for  detailed  information  on  this 
great  line. 


You  con  build  extra  volume  FAST  with 
ShoOoCo's  profitable  line  of  shower 
doors,  tub  enclosures,  end  daylight 
shower  stalls!  Finest  in  the  country, 
beautiful  as  well  as  proctical,  these 
enclosures  add  luxury  to  any  bathroom 
Yet  the  prices  ore  designed  for  the 
''overage"  budget,  with  "above  the 
average"  profits  tor  you! 


Of  AMCRICA 

$lr*«4,  N.  E. 


Hints  To 
SALESMEN 


(Conclusion  of  a  three-part  article 
by  George  Ray.) 

OUR  salesman,  Mr.  White,  has 
now  done  all  he  can  possibly 
do  to  prove  to  his  customer  that 
he  .should  have  his  product.  He  has 
been  enthu.siastic  concerning  his 
product;  he  “knows  his  stuff”;  and 
he  has  indicated,  from  every  angle, 
the  necessity  for  Mr.  Black  to 
have  new  .storm  windows  on  his 
house,  and  all  the  attendant  ad¬ 
vantages. 

But  suppose  Mr.  Black  says,  “1 
can  certainly  see  the  advantage  of 
my  buying  your  product,  but  I'd 
like  a  few  days  to  think  it  over. 
Leave  me  your  card.” 

There’s  that  phrase  again! 

*  *  « 

j  Loiikiiif)  Mr.  Black  .straight  in 
the  ege,  Mr.  White  .say.s:  "Of 
course  I'll  he  glad  to  leave  you  my 
card,  hut  before  I  do  icou't  you 
think  of  these  things  for  a  mo- 
nientl"  Mr.  White  then  impresses 
upon  Mr.  Black  the  fact  that  his 
storm  irindoirs  won’t  look  any  het- 
.  ter  a  few  days  from  now;  further 
delay,  even  of  a  feir  days,  could 
mean  a  considerahle  financial  loss: 
The  hd  or  market  is  fluctuating; 
j  the  cost  of  materials  is  rising  every 
I  day;  the  weather  may  he  inclement 
a  few  days  from  now;  in  short,  Mr. 
White  brings  to  light  any  number 
of  factors  that  make  it  preferable 
that  Mr.  Black  decides  to  hare  a 
I  roof  now,  today,  not  a  week  from 
noir. 

*  *  * 

Nevertheless,  in  spite  of  Mr. 
White’s  ideal  and  complete  sales 
approach,  let  us  further  suppose 
that  Mr.  Black  insists  upon  having 
a  few  days  to  think  things  over, 
that  he  again  requests  Mr.  White 
to  leave  his  card ;  then,  Mr.  White, 

I  as  a  last  resort,  reaches  into  the 
heart  of  his  brief  case  and  selects 
one  of  a  group  of  little  gifts  that 
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he  carries  with  him. 

He  may  decide  to  give  the  pros¬ 
pect  a  pencil,  stamped  with  the 
name  of  his  firm;  an  attractive 
calendar,  also  bearing  the  firm’s 
name;  a  blotter;  a  key  chain;  or 
any  one  of  a  few  novelties  that  he 
has  had  made  up  advertising  the 
ABC  Storm  Sash  Co. 

*  ^  * 

He  then  present.^  one  of  these 
gifts,  along  irith  his  card,  and  xvith 
his  most  charming  smile  says, 
“Certainly,  Mr.  Black,  and  won’t 
you  please  keep  this  cale/ndar  to  re¬ 
mind  yon  of  our  interview?” 

Whatever  he  gives,  he  has  left 
with  his  prospect  something;  so 
that  Mr.  White  goes  on  to  his  next 
customer  confident  that  he  will 
hear  from  Mr.  Black  very  soon  be¬ 
cause  he  knoivs  that  when  we 

Americans  get  something  for  noth¬ 

ing  we  are  inclined  to  feel  kindly 
toward  the  giver.  ^Therefore,  Mr. 
White  feels  sure,  Mr.  Black  will 
not  toss  his  card  into  the  drawer  to 
be  forgotten. 

*  «  * 

Mr.  White,  you  see,  has  left 

something  else  besides  his  card — 
he  has  left  a  gift,  or  a  concrete 
sample  of  his  product,  and  what  is 
perhaps  most  important,  he  has 
left  his  smile,  an  unforgettable 
memory  of  an  engaging  personal¬ 
ity. 


What  Public  Relations 
Really  Means 

In  business  nowadays  a  great 
deal  is  heard  about  “public  rela¬ 
tions.”  But  just  what  does  “public 
relations”  mean?  The  term  has 
been  given  many  complicated  defi¬ 
nitions.  Putting  it  very  simply,  the 
aim  of  any  public  relations  pro¬ 
gram  is  that  of  making  friends  for 
a  business.  That’s  all  there  is  to  it 
— making  friends. 

Whether  your  business  is  big  or 
little,  you  are  not  likely  to  prosper 
unle.ss  the  public  likes  you. 

\  Read  about  Simulated  > 

t  Stone  Siding  in  the  May  { 
^  BUILDING  SPECIALTIES  / 


JASCO 


CIVILIAN 


In  the  last  5  years,  JASCO  expanded  its  facili¬ 
ties.  Shortly,  with  the  opening  of  its  second 
New  Hyde  Park  plant,  JASCO  facilities  will 
comprise  more  than  70,000  sq.  ft.  of  intensely 
productive  work-space. 

These  new  facilities  are  part  of  the  expanding 
picture  of  demand  for  military  JASCO  products. 
In  keeping  with  our  objective,  this  expansion 
will  enable  us  to  meet  anticipated  defense 
needs,  civilian  wants  as  per  allocation  and  our 
responsibilities  to  both. 


Alert  dealers  ore  keeping  In- 
formed  ond  *'on  tap'*  in  todoy*s 
critical  aluminum  market.  To  be 
fully  informed,  send  todoy  for 
PERMALUM  COMBINATION 
WINDOWS,  DOOR  cotalog,  ond 
periodic  bulletins. 


*  Plant  No.  1,  Queens  Villaie, 

L.  I.,  10,000  ft. 

"Plant  No.  2,  New  Hyde  Park, 
L.  I..  40,000  ft 


JASCO  is  constantly  at  work  to  deliver  the 
goods  to  Americal 


•"Plant  No.  3,  New  Hyde  Park, 
1.  I.,  22,000  ft.  (April  openin|) 


PERMALUM 

WINDOW 

DIVISION 


ALUMINUM  PRODUCTS  CORPORATION 

NASSAU  TERMINAL  ROAD,  NEW  HYDE  PARK,  L.  I.,  N.  Y. 
T  E  L  E  P  H  O  N  E  —  F  I  E  L  D  S  T  O  N  E  7-1658 


>-vS!PI3U' 


*7o  Se//  .  .  . 

1.  Because  Ron-del  Folding  Awnings  are  de¬ 
signed  not  only  for  permanence  and  beauty 
.  .  .  but  also  to  provide  exclusive  ideal  sun 
control.  Up  or  Down  at  a  touch. 

2.  All  the  advantages  of  stationary  permanent 
awnings  are  combined  with  the  utility  of 
canvas  awnings  in  one  product. 

3.  The  advantage  of  central  man  production 
by  the  world's  largest  aluminum  fabricators 
provides  low  first  cost. 

4.  Heavy  gauge,  rust-proof  aluminum  construc¬ 
tion  —  latest  aluminum  preparation  and 
painting  methods  assure  Quality. 

5.  Unsurpassed  beauty,  a  wide  range  of  stand¬ 
ard  colors  in  chip-proof,  fade-proof  baked- 
on  enamel  and  the  exclusive  Folding  feature 
guarantees  customer  appeal. 

Send  the  coupon  for  literature  and  our  profit¬ 
making  deal. 


2uicJzedi  9ndialL  .  .  . 

Engineered  for  quick,  easy  installation  with  low 
labor  cost.  No  mess,  bother,  scaffolding  or  rig¬ 
ging. 

Dealers  and  distributors  wanted  to  sell  this 
nationally  advertised,  complete  line. 

Made  in  standard  style,  door  hoods,  commercial 
awning  and  canopy,  casement  type,  and  custom 
made. 


Ron-del,  Inc. 

Penthouse,  Reserve  Loan  Life  Building 
Dallas,  Texas 

Send  me  your  latest  literature  and  information  on  how  I  con  moko 
good  profits  with  your  awning  line. 


Name .  .  . 

Address . . 

City . . Slote . 

t  om  a  dealer  Q  Distributor  0 
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ALUMINUM  AWNINCS 


Space  Heaters 


heater  that  your  customer  can  pur¬ 
chase  at  an  appliance  store  is 
costly  to  run.  In  the  first  place 
open  wire  heaters  waste  about  35% 
of  their  energy  in  light  given  off 
by  the  glowing  wire.  Secondly,  the 
open  wire  heater  usually  lacks  a 
thermo.stat  and  therefore  has  no 
automatic  temperature  control. 
Thus  even  when  the  room  reaches 
the  desireti  temperature  the  ordi¬ 
nary  electric  heater  cannot  cut 
down  its  consumption  of  current 
but  continues  going  full  blast.  The 
result,  of  cour.se.  is  a  high  electric 
bill. 


Combination 

STORM  and  SCREEN  DOOR 


STAINLESS  STEEL 


Black  Heat' 


On  the  other  hand,  the  “black 
heat”  electric  convector  shown  in 
the  illustrations  on  page  24  can  be 
operated  at  a  very  modest  co.st.  Its 
heating  element  which  is  complete¬ 
ly  enclo.sed  in  a  steel  tube  and  is 
.sealed  off  from  the  air,  operates  at 
relatively  low  heat  and  never 
glows.  Thus  it  doesn’t  lo.se  35'^v  of 
its  energy  in  light.  Furthermore, 
it  has  a  thermostat  which  auto¬ 
matically  keeps  the  room  tempera¬ 
ture  at  the  desired  level  and  pre¬ 
vents  needless  use  of  electric  cur¬ 
rent. 

Since  the  nichrome  heating  ele¬ 
ment  never  gets  red  hot,  it  will  last 
as  long  as  20  years.  It  is  not  sur¬ 
prising  that  one  of  the  largest  in¬ 
surance  companies  has  i.ssued  a 
five-year  guarantee  for  this  kind 
of  heater.  The  term  “black  heat” 
is  u.sed  lm*au.se  its  element  supplies 
the  required  heat  so  efficiently 
without  ever  getting  red  hot. 

In  operation  cool  air  is  drawn 
in  through  the  lower  louvers, 
pa.s.ses  over  the  hot  fins  around  the 
tube,  and  after  being  thus  warmed 
moves  out  into  the  room  through 
the  upper  louvers.  An  average 
porch  enclosui'e  might  require  two 
2000-watt  convectors  at  about 
$51.00  each.  Adding  the  cost  of 
thermostats  and  cost  of  installation 
on  Prif/e  50) 


11  MAJOR  POINTS 
of  SUPERIORITY 


"V  Super-strong  welded  corners. 

'©  Heavy  duty  door  check. 

Double  strength  gloss. 

Hinges  of  stainless  steel,  welded-in. 

-Q  Stainless  steel  reinforced  welded  push-bar. 
jQ  Screen  wire  of  stainless  steel. 

O  Quick  change-over  from  gloss  to  screen. 

■O  Sloymoker  mortise  stainless  steel  lock. 

.©  Stainless  steel  expanding  channels  —  for 


custom  fit. 

Reinforced  stainless  steel  welded  channels  for 
extra  door  strength. 

0  "Tufflex"  Soundproofing. 


Challenger  Combination  Storm  and 
Screen  Doors  are  precision  engineered  to 
give  you  the  ultimate  in  design,  material 
and  construction. 

Excellent  consumer  acceptance!  Big  profit 
OpjX)rtunity !  Investigate  today! 


Immediate 

Delivery 


iChallen^er  Products,  Inc  Dept.  SA 

^2601  Penn  Avc.,  Pittsburgh  22,  Po. 

Gentlemen:  Please  send  me  more  information 
’  on  my  "Door  to  Profits''! 

I  Contractor  Q]  Jobber  Q  Dealer  [] 


Address 


2601  Penn  Ave.,  Pittsburgh  22.  Pa.J# 


50 


BUILDING  SPECIALTIES 


louvered 

doors 

shutters 

blinds 

of 

outstandingly 

high 

quality 


CAN  PULL  IN  THOSE  REMODELING  JOBS 

They  save  precious  wall  space  —  banish 
and  open  the  door  to  new  mustmess  — open  up  those  unused  corners  — 

business  with  louvered  with  a  simple  charm  and  decorativeness  that 
sliding  doors.  will  brighten  your  customer's  eyes  as  it 

brightens  his  home. 

Space-saving  sliding  doors  are  in  the  forefront  of  good  modern  design.  Making 
them  louvered  adds  the  values  of  lightness,  ventilation,  and  enough  light  to  em¬ 
barrass  the  dark  doings  of  the  most  diligent  moth.  These  doors  are  made  of  top- 
grade,  kiln-dried  white  pine,  with  "blind  "  mortise  and  tenon  joints  and  steel 
dowelling.  They  arc  delivered  finely  sanded  and  ready  for  finishing,  in  a  wide 
variety  of  styles  and  sizes.  Here  is  a  really  solid  value,  to  reassure  those  Doubting 
Thomases ! 

Louvered  doors  provide  privacy  without  imprisonment.  In  window  shutters  and 
blinds,  the  traditional  gracefulness  of  louvered  construction  blends  beautifully  with 
modern  outline  and  exterior  styling,  with  its  increasing  emphasis  on  light  and  air. 
This  is  a  ready  market  —  for  a  product  that  embodies  fine  workmanship,  priced 
right  for  dealer  profit  and  customer  satisfaction. 

Write  for  FREE  descriptive  folders  and  price  list. 

ARTHUR  F.  TYLER  COMPANY 


U7  HAP600D  STREET.  ATHOL.  MASSACHUSETTS 


ExcEluni 


Triple  Track 

Aluminum 
— Combination  WINDOWS 


Soles  come  eosy  with  EXCELUM  windows  be- 
couse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  aluminum,  they  hove 
eliminoted  service  colls  Soles  resistance  melts 
when  you  sfvow  EXCELUM's  exclusive  feotures 
and  rigid  construction 


Cxcelum 


COMBINATION 

ALUMINUM 


DOORS 


Wrffe  for  Ootaitt  of  Our  DMrIbutor  KO  PLAN, 


Jamaica  Sash  &  Door  Co. 


Exefuf/vo  ^orrHortos. 

loss  Jericho  Turnpike 
New  Hyde  Pork,  L.  I 


Space  Heaters 

(Continued  front  [‘age  49) 

($15.00  each),  the  total  cost  of  the 
j  heating  set-up  to  the  customer 
might  be  $162.00  to  about  $175.00. 
In  other  words,  for  an  additional 
$175  you  can  assure  your.self  of 
getting  an  $800  to  $1000  porch  en¬ 
closure  job  plus  a  very  satisfied 
cu.stomer  who  will  recommend  you 
to  his  neighbors  and  friends. 

The  be.st  location  for  the  heat¬ 
ers  is  under  a  window  unit  or 
jalousie  while  the  thermostat  it¬ 
self  is  usually  placed  on  the  wall  of 
the  hou.se.  The  installation  of  the 
convectors  should  be  done  for  you 
by  a  licensed  electrician  who  knows 
the  local  building  code. 

With  a  “black  heat”  electric 
convector  the  porch  enclosure  you 
build  will  retiHg  be  a  year-round 
room  heated  during  the  cold 
months  by  Safe,  Odorless.  Xoi.«e- 
I  le.ss  heat  at  LOW  COST. 


Shower  Doors 

(Confinned  front  Page  .‘56) 

and  glamour  that  make  the  home 
owner  proud  to  show  it  to  his 
gue.sts. 

From  the  dealer’s  point  of  view 
shower  doors  are  an  ideal  “extra” 
item  which  salesmen  can  u.se  to 
increa.se  the  total  of  the  contract. 
It  requires  very  little  investment 
I  and  supplies  are  quickly  and  easily 
obtained  from  local  distributors. 
Miniature  .'amples  and  a  good  sup¬ 
ply  of  i)hotographs  make  the  .sales¬ 
man’s  job  very  ea.sy. 

Installation  is  extremely  simple 
and  mechanics  can  be  trained  to 
do  this  work  in  a  very  short  time. 
One  of  the  engineering  improve¬ 
ments  that  has  made  the  appli¬ 
cator’s  job  much  easier  is  the  ad¬ 
justable  jamb.  This  allows  for 
most  of  the  irregularities  that  oc¬ 
cur  in  tile  and  construction  work. 
As  a  result  any  mechanic  can  do  a 
clo.se-fitting,  water-tight  job  that 
could  previously  be  done  only  by 
highly  skilled  men  using  costly 
(Cottfitttted  on  Page  54) 


OJL  A.aJL/kSS  EQUIPMENT 
COMPANY,  INC. 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  .  .  . 
COLD  OUT! 


ROLAGLASS  is  the  easiest  to  sell  inside  storm  sash  on  the  market 
today.  You  will  have  many  satisfied  customers  and  extra  sales  profits 
for  you  when  you  .sell,  the  new  improved  Rolafrlass  inside  storm  sash. 
Rolajrlass  is  simple  to  operate  .  .  .  easy  to  install  .  .  .  prlirfes  smoothly 
on  rollers  .  .  .  controls  room  condensation  .  .  .  keeps  the  heat  in  and 
the  cold  out. 


r  are  KuaranlrritiK  prompt  deilvrrirti  in 
«pilt‘  of  nhortagr*,  control*,  rr*lrictloB*, 
unci  other  manofacturinn  problem*.  W« 
nr»cr  «arrifirr  iiaaiit*  or  Mcr^lcr.  You  itrl 
the  bent  Mlth  RolaRla**. 


WOOD  AND 
ALUMINUM 
WINDOW 


assemble  the  New  W-8 


a  Now  Ready  For  Immediate  Delivery! 

Your  hands  are  all  you  need  to  assemble  this  new  Winsulite 

wonder!  This  new  W-8  "Weatherite" 

is  engineered  to  the  highest  standards  $/L.90 

known!  Constructed  of  toxic-treated 

white  pine,  primed,  framed  with  alum-  W  KD 

inum  guides  and  inserts!  As  low  as 

Visif  With  Us  As  Our  Guest 

721  N.  Central  Ave.,  Balto.  2,  Md.  •  EAstern  6868 


Winsulite  Manufacturing  Co. 
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REDWOOD  COMBINATION 
STORM  WINDOWS 


l(hone\ 
Wtbsfer 
3  ^722 


CLASSIFIED  ADS  BRING 
RESULTS! 

Need  a  sales  manager  or  salesman?  Want  installation 
contractors?  Looking  for  a  position  in  the  field?  Have  a 
business  to  sell?  For  any  of  a  dozen  needs,  place  your 
classified  ad  in  BUILDING  SPECIALTIES!  H  really  brirtgs 
results! 

Low  rates  ore  as  follows: 

25c  per  word  with  a  minimum  charge  of  $5. 

3  months  at  20c  per  word,  per  insertion. 

Send  Your  Ad  with  Check  or  Money  Order  to 
CLASSIFIED  DEPARTMENT 

BUILDING  SPECIALTIES 

425  Fourth  Avenue  New  York  16,  N.  Y. 


;  ;  ItE^EMBlR  .  i  V 

IT’S  PRICED  I  ^0R\  \ 
volume  BUSiNESS 

PAPOOSE — pie  most  economical  Redirooii  Conibinorion 
WIHTE  •  PHONE  OR  WIRE  FOR  FURTHER  INFORMATION 


BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  of  keeping 
up-to-date  on  the  following:  better  selling  methods, 
installation  techniques,  management  details,  how 
to  sell  particular  sp>ecialties,  getting  and  holding 
good  salesmen,  advertising,  new  products,  and 
mcmy  others.  Send  the  coupon  todcry!  Only  $3 
a  year. 


(  BUILDING  SPECIALTIES 
^  425  Fourth  Avenue,  New  York  16,  N.  Y. 

^  Please  enter  my  subscription  to  BUILDING 
I  SPECIALTIES  at  $3.00  for  one  year. 

!□  Bill  me  for  this  cnnount 

□  Enclosed  is  a  check  or  money  order. 

My  Ncnne . 


MANUFACTURING  COMPANY 

8205  Lyndon,  Defroit  21,  Mich. 


(  Company. 


Address 


April,  1952 

VERFUX  CONTINUES  TO  MAKE  HtSTOHyU! 


PRESSURE 

APPLIED 


SEAL-TEC 


TEXTURED 
COATI  NG 


A  scientific  compound  of  Silicon-Asbestos-Mica ...  the  NATURAL  sidewall  coating! 


•  Equal  ta  10  or  more  thick¬ 
nesses  ef  erdinary  house 
paint! 


•  Far  all  weathered  surfaces; 
Cement  Block;  Brick;  Stucco; 
Asbestos  Shinclini;  Wood 
Wood  or  Asphalt 


•  Available  in  2  Types  and  3  Textures: 
Series  100  Series  200  Series  300 
Smooth  Sand  Pebble 


OWMtATMNt  M0nT4l!0N> 
wnmt  CMKAotii  u»  ■» 


Ycu  can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
Wble  department  in  a  field  that  is  rapidly  sweeping  the  country. 
Think  of  it!  Where  once  housepainting  was  an  oft-repeated  job  that 
fcok  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
o«er  BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
IIm  limits  of  mere  paint.  It's  a  fabulous  story  —  and  one  which  is 
SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  today! 
AAod  liw  coupon  at  once  and  get  the  pick  of  remaining  territories. 


SALtS  CORPO***^'*^^ 


YOUR  BEST  BET  .  .  .  10  TO  1! 

1.  Mildew  resistant! 

2.  Water  repellent! 

3.  Termite-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 


VERFLEX  SALES  CORPORATION  (Seal-Tec  Div.) 
Carlstadt,  New  Jersey 

Please  send  complete  information  to: 


We  ore  Dealer,  Distributor,  Applicator 

Address  . 

City  &  State . 

Q  We  are  familiar  with  this  type  of  work. 

}~~|  We  are  not  familiar  with  this  type  of  work. 

Territory  desired  . 


VERFLEK  SALES  CORP. 
neVBiFLEXPl^INC. 

CAMITAOT,  NEW  JIRSIY,  U.S^ 
HUhM7-7t7t 
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Best  Window  Offer! 


$9 


.00 

and  up 


K.  D.  OPERATORS 

The  TRI-SEAL  Window 
is  composed  of  preci¬ 
sion  -  made  parts  for 
simple  assembly. 


the 

TRI-SEAL 

Two-Track  with  Stowaway 


•  REDUCED  PRICES! 

Combination  Window  with 
full  length  interlocking 
meeting  rail. 


•  OVERNIGHT  DELIVERY! 

To  points  in  Middle  Atlan¬ 
tic  States. 

•  SMALL  INVESTMENT! 

Big  profits  on  nominal  ini¬ 
tial  outlay. 

•  EASY  INSTALLATION! 

A  quality  window  that's 
service-proof. 


A  few  choice  franchise  ter¬ 
ritories  still  available  for 
qualified  dealers. 


Write,  Phone  or  Wire  Today! 

CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


COMBINATION  STORM  and  SCREEN 
in  ALUMINUM.  PICTURE-WINDOW  STYLL 


What  You  Should 
Know  About 

SIMULATED 
STONE  SIDING 


Read  about  it  in  the  May 
BUILDING  SPECIALTIES 


Shower  Doors 

(Coiifiiuftd  fi(i>n  Page  .50) 

hand  cut  materials. 

The  modern  aluminum  .shower 
door  has  opened  the  va.st  middle  in¬ 
come  home  owner  market  to  the 
sf)ecialty  dealer.  What  formerly 
was  a  lu.xury  and  found  only  in 
the  homes  of  the  wealthy  can  now 
be  installed  in  the  averaKC  middle 
cla.ss  home  quickly,  easily,  and  in- 
exjK'nsively.  All  you  have  to  do  is 
SELL  it. 


N.  J.  Dealer 

I  (Conthiaed  from  Page  31) 

j  The.se  .set  up  model  kitchens  and 
show  them  in  actual  operation  with 
I  hot  water  heater,  electric  stove  and 
other  conveniences. 

Hand-in-hand  with  this  enter- 
pri.se  is  the  firm’s  i)olicy  of  dealing 
fairly  with  customers  .so  far  as  the 
price  range  is  concerne<L  This  was 
!  shown  after  New  Jersey’s  great 
.storm  in  November,  1950  which 
was  so  severe  that  electric  power 
'  was  shut  off  from  some  commun¬ 
ities  for  weeks.  Pearse  Construc¬ 
tion  refused  to  take  advantage  of 
!  the  situation,  maintained  its  price 
level,  and  did  its  best  to  alleviate 
the  trouble  by  putting  on  extra 
,  men.  Folks  remembered  and  came 
'  around  for  months  afterwards.  An¬ 
other  favorable  advantage  was  the 
i  selection  of  Mr.  Pearse  by  several 
insurance  companies  as  their  offi- 
I  cial  estimator  on  home  moderniza- 
^  tion  projects. 

i 

Leads  Come  In 

A  con.stant  flow  of  leads  keeps 
coming  in  not  only  through  this 
public  activity,  but  by  using  every 
favorable  means  po.ssible  of  bring¬ 
ing  the  firm  to  the  attention  of 
homeowners  in  that  area.  News- 
pajier  advertising  plays  an  impor¬ 
tant  part  in  this  respect.  The  com- 
|)any  not  only  uses  a  5-inch  double 
column  space  regularly  in  the  town 
weekly,  “The  Union  Register,’’  but 
has  a  similar  insertion  in  the  “New¬ 
ark  News’’  every  day  of  the  year, 
as  well  as  a  classified  under  the 
caption,  “Alterations-Siding,”  The 
morning  new.spaper,  “Newark  Star- 
Ledger,’’  is  utilized  three  times  a 
week.  All  of  this  disj)lay  co))y  is 
illustrated  with  a  cut  of  a  working 
ai)plicator. 

A  one-minute  sjx)t  commercial 
over  Radio  Station  VVV’NJ  has  also 
been  helpful.  This  broadcast  is  over 
a  .30-minute  program,  “Better 
Home.s  for  Living,”  which  begins 
at  11  a.m.  Aimed  primarily  at 
home-owners,  it  is  a  cooperative 


April,  1952 
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venture  with  only  one  type  of  each 
business  participating.  The  verbal 
message  for  Pearse  stresses  the  ad¬ 
vantages  of  specialized  kitchens. 

Another  helpful  means  of  win¬ 
ning  public  attention  is  the  distri¬ 
bution  of  calendars  to  a  select 
group  such  as  realtors,  public  offi¬ 
cials,  firehouses,  etc.,  as  well  as 
handing  out  white  memo  pads, 
5x8  inches,  with  the  firm’s  signa¬ 
ture  line  and  services  prominently 
displayed  on  top. 

Leads  are  given  in  rotation,  re¬ 
gardless  of  territory,  to  a  sales 
staff  of  six  who  concentrate  on 
prosi)ects  within  a  20-mile  radius. 
They  make  the  call  accompanied  by 
a  |K)rtfolio  which  contains  photo¬ 
graphs  of  all  outstanding  jobs  done 
by  the  firm,  and  hand  the  house¬ 
wife  a  booklet  giving  information 
on  how  to  plan  a  kitchen.  A  pen¬ 
ciled  sketch  of  the  improvement  to 
be  made  is  left  at  the  home  for 
consultation.  This  attention  has 
won  a  highly  favorable  resjMjnse 
not  only  from  homeowners,  but 
from  builders  and  even  .some 
architects. 

('anva.ssing  Crew 

A  crew  of  five  canvas.sers  is  con¬ 
stantly  engaged  in  digging  up  leads 
for  the  closers.  Each  pre.sents  a 
copy  of  the  newspaper  ad  to  the 
prospect,  which  not  only  serves  as 
an  introduction  but  emphasizes  the 
firm’s  high  standing  and  integrity 
as  a  member  of  the  Better  Bus' 
nessmen’s  Bureau  of  Union.  Manu¬ 
facturers’  literature  and  portfolios 
left  at  the  home  give  the  prospect 
another  g(X)d  opportunity  to  con¬ 
sider  w'hat  type  of  modernization 
will  be.st  apply  to  the  individual's 
needs. 

The  installation  crew  consi.sts  of 
14  mechanics  all  of  whom  work 
directly  for  the  company  on  an 
hourly  scale  and  under  the  direc¬ 
tion  of  a  crew  foreman  who  is  paid 
a  straight  salary.  All  of  the  work¬ 
ing  equipment  and  the  three  trucks 
are  owned  by  the  company  so  that 
it  always  has  firm  control  over  the 
w’ork  done,  an  advantage  not  pos- 


More  \ 
Volume 

ieanmr 

COMPANY 

mon vfocfurort  of  ptattic  fl/o 

2938  West  63rd  Street 
Chicago  29,  Illinois 


We  are  pleased  to  announce  that 


we  now  can  deliver  all  colors, 
y  as  previously  shown  in  our 


complete  line. 


GQILDCReST 
r-  ■  — t 
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sible  under  the  .system  of  farming 
out  these  jobs  by  contract.  When 
jobs  are  slow  the  mechanical  crew 
is  kept  busy  working  on  one  or  two 
private  homes  which  the  company 
owns. 

In  order  to  have  a  large  stock  of 
material  on  hand  at  all  times,  elim¬ 
inating  delays  which  might  be 
cau.sed  by  scarcities,  Pearse  Con- 
.struction  maintains  a  large  work¬ 
shop  and  warehou.se  about  two 
miles  from  the  office.  Another  time- 


saver  is  the  practice  of  buying  new 
equipment  whenever  it  comes  up  in 
the  market,  such  as  electric  .saws 
and  drills,  which  cut  labor  costs 
and  soon  pay  for  themselves. 

The  company’s  practice  is  to  have 
one  of  the  executives  imspect  home 
jobs  under  construction  at  least 
once  or  twice  a  day.  Thus  constant 
progress  is  made  on  the  work,  the 
men  don’t  lo.se  any  time  in  follow¬ 
ing  directions,  and  there  is  alway.s 
(Confivued  on  Pnqe  56) 
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BUILDING  SPECIALTES 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 

Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  sivelling  than  con¬ 
crete! 

.■).  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 

CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 

THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENl’E  CAMPBELL.  OHIO 


Phone:  52613 


N.  J.  Dealer 

(Continued  from  Page  55) 

the  assurance  that  when  completed 
the  job  will  be  satisfactory. 

Another  valuable  asset  is  the 
firm’s  commanding  location  at  1394 
Stuyvesant  Avenue.  Although  some 
distance  from  the  towm’s  business 
center,  it  faces  an  important  traffic- 
artery  and  is  therefore  constantly 
seen  by  motor  traffic.  The  w-indows 
are  changed  every  two  weeks  with 
displays  of  kitchen  equipment  and 
products  and  the.se  “silent  .sales¬ 
men”  help  considerably  in  drawing 
inquiries. 

In  the  evening  this  display  lights 
up  like  a  huge  showcase  when  spot¬ 
lights  are  trained  on  from  sunset 
to  11:30  p.m.  seven  days  through¬ 
out  the  week  all  the  year  ’round. 

.\s  a  result  of  this  activity, 
Pear.se  Construction  Co.  has  grown 
considerably  since  its  inception  23 
years  ago.  Mr.  Pearse  is  ably  assist¬ 
ed  by  his  two  brothers,  Herbert  G. 
and  Charles  M.  Pearse,  who  are 
as.sociate  members  of  the  firm. 


i  15  Million  Customers  1 
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4  Are  Waiting  For  You!  I 
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jRead  this  article  on  side  wallj 

I  resurfacers  in  the  May  | 
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ORDER  YOUR 

COPY  TODAY! 

The  1952 

Edition  of 

ROOFING, 

SIDING  and 

BUILDING  SPECIALTIES  MANUAL 

"Worth  its  weight  in  gold." 

"We  think  your  Manual  is  terrific." 
"The  Bible  of  the  Industry." 

Order  $O00 

Now  Postpaid 

from  ^ 

Those  ore  just  a  few  of  the  com- 

Building  Specialties 

ments  the  1951  edition  produced. 

425  -  4th  Ave..  N.  Y.  16,  N.  Y. 

ROOFING 
SIDING  & 


MANUAL 


April,  1952 


I  Lost  the  Sale  Because  I 
Didn't  Have  All  Interested 
Parties  Together 

When  I  came  in,  my  inosiiect 
said,  “My  wife  is  out,  hut  we  don’t 
need  her.  I  do  all  the  huyiiiK.  make 
all  the  decisions.”  I  walked  into 
that  trap.  Immeiliately  ujKin  hear¬ 
ing  the  price,  my  prospect  said, 
“I’ll  talk  it  over  with  my  wife  and 
let  you  know.”  And  I  had  no  iios- 
sihle  means  of  overcominjr  that  ob¬ 
jection. 

After  I  had  >?one  and  his  wife  re¬ 
turned,  he  took  my  punch-filled, 
hour-consuminyr  sales  pre.sentation 
and  boiled  it  down  to  this: 

“Some  fellow  was  here  trying  to 
sell  me  .$70t)  worth  of  Metal 
.Awnings.  We  don’t  want  them,  do 
we?” 

From  now  on.  I’ll  make  sure  that 
all  interested  parties  are  together, 
iir  1  don’t  quote  a  iirice. 

K\'  Hnthuitifitit 

*  «  ♦ 

Siding  Panels 

(Coiifiinicd  from  P<u)e  .’54) 

ne.xt  lower  course  panel.  Using  this 
contact  point  as  a  pivot,  rai.se  the 
left-hand  edge  of  the  panel  until 
the  panel  is  level,  then  by  pushing 
the  panel  to  the  right  appro.ximate- 
ly  one-half  inch,  it  will  fall  into 
irosition  and  may  be  nailed  in  the 
conventional  manner,  ('utting  off 
the  right-hand  shiplap  is  not  rec- 
ommenderl  for  this  type  siding 
since  the  pitch  of  the  siding  will 
allow  water  to  penetrate  the  verti¬ 
cal  joint  rather  easily  if  the  vertical 
shiplap  is  cut  off  to  facilitate  fitting 
of  a  replacement  panel. 


Aluminum  Situation 

(Coidiiniffl  from  Paf/e  28) 

had  no  more  than  one  hundred 
pounds  even  though  his  offers  of 
the  .same  amount  gave  prospective 
customers  the  impre.ssion  that  a 
lot  of  aluminum  was  available. 

Although  the  NPA  would  not 
admit  that  the  que.stion  of  avail¬ 
ability  has  reversed  itself  almost 
{Continoeil  oil  Page  ,58) 


— Dealers: — 

Here^s  What  You’ve  Been  W  aitin^  For! 


DEPENDON'S 


Windo-Tite  Glass  Jalousie 


Cash  in  on  the  hottest  selling 
Building  Specialty  on  the  market  today! 

•  Fast.  Kas\  Itistallalion 

•  Hcmovahlc  liisidc  .Scrfcti-. 

•  Fiii'iiTtiji  Operation. 

•  ^  ear-l{<iuii(i  (iondort. 

•  Kxeeptiiinal  F\e  \ppeal. 

•  (.reater  Sales  Ap])eal. 

•  I'KICKI)  TO  SKI.I.  Fast! 


Exclusive  Dealerships  Available  in  Maryland,  District  of  Columbia, 
Pennsylvania  (Lancaster,  York  and  Dauphin  Counties)  and  the 
northernmost  counties  of  Virginia. 

IMMEDIATE  DELIVERY  from  our  assembly  plant  in  Baltimore. 


Dependon  Window  Company 

934  GREENMOUNT  AVE. 

2426  PENNSYLVANIA  AVE. 

Phone  Mulberry  5194-5195 


Mr.  Dealer:  Take  your  feet  off  the  desk!  This  is  it! 

•‘PILGRIM’^ 

‘‘MIRACLE 

GRIP”  railing 

Potent  opplied  for 

One  of  the  most  importont  inventions  of  recent  years,  "The 

Miracle  Orip^makes  aluminum  railings  available  to  all  dealers  at  reasonable 
prices.  Successfully  sold  in  the  Pittsburgh  area  since  1950 
Now  ready  for  ANY  market.  With  this  new  idea,  the  railing  industry  is  simplified  so  that 
a  novice  can  stort  off. 

It's  new,  revolutionary  and  foolproof.  tC0%  mark  up  —  You  assemble  or  we  assemble 
This  i$  the  kick  off.  fxelutiye  dis-  'w’irV'  W* 

tribution  is  available  everywhere.  on  922  E.  Ohio  Sf.  Pitttburah  12  Ro 

PHONE  Alleghany  1-1141 
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Write,  wire  or  phone  today 
for  prices  and  details  of 
UNI-TEMP  dealer  proposal. 
Qualify  now  before  best 
territories  ore  oil  token. 


No  waiting  weeks  for  slow  factory 
or  warehouse  deliveries.  No  costly 
stocks  to  carry,  when  you  sell 
UNI-TEMP  aluminum  screens.  You 
custom-build  screens  to  fit  any  win¬ 
dow  perfectly  with  simple  hand 
tools  .  .  .  carry  only  a  small,  low- 
cost  supply  of  prefabricated  parts 
and  screening.  Best  of  all  — 


Your  customers  get 
all  the  benefits  of 
lifetime  quality, 
never -rusting, 
always  handsome 
aluminum  screens  — 
at  about  wood 
screen  retail  prices! 
Yet  your  profit  margins  gross  over 
100%!  Only  UNI-TEMP’S  "you- 
assemble"  system  can  bring  you 
this  bonanza  value,  easy-to-sell, 
high-profit  deal! 


MFIS.,  INC.  •  PAcPHE* SON,  MNS.  , 


You  make  the  manufacturing  profit! 


Watch  For  Our  Announcement 
of  Something 

NEW  AND  SENSATIONAL 

in  the 

FAMOUS  QUIHCY  LINE 

HESS  MANUFACTURING  CO. 

QUINCY,  PA. 


!  Few  Investments 
Pay  Half  as  Well 

j  Any  home-owner  undoubtedly 
I  would  consider  an  annual  return  of 
.  10  per  cent,  20  per  cent  or  80  per 
I  cent  oi'  more  as  a  highly  jjrofitable 
I  dividend  on  stocks  or  bonds,  esi)e- 
j  cially  if  no  risk  were  involved. 

Yes.  just  such  a  return  is  availa¬ 
ble  to  the  home-owner  who  insu¬ 
lates  his  home  fully  with  mineral 
wool — if  the  home-ownei’  is  willing 
to  consider  a  saving  in  fuel  cost  as 
equal  to  a  cash  dividend.  Reduced 
heating  co.sts  i)ay  for  such  insula¬ 
tion  quickly  and  many  times  over 
— according  to  .scientific  studies  in 
the  i)ast  few  years. 

Full-thick  insulation  in  walls  and 
ceilings  of  the  average  home  not 
only  a.ssures  maximum  all-year 
comfort — but  also  miivimum  fuel 
expense  for  years  to  come. 

«  « 

Aluminum  Situation 

{C'otifhtta  fl  from  Pofie  57) 

overnight,  there  was  a  general 
feeling  at  the  Senate  Small  Busi¬ 
ness  Committee  that  the  bottom 
has  been  reached  and  that  improve¬ 
ment  in  the  situation  of  the  non¬ 
military  producers  seems  to  be  in¬ 
dicated. 

Meanwhile  there  is  ample  evi¬ 
dence  that  the  Government  is  con¬ 
fused  and  uncertain  as  to  whether 
there  will  be  enough  aluminum  or 
not.  Despatches  from  Washington 
late  in  March  relate  that  aluminum 
“czar”  Sam  Anderson  threw  the 
que.stion  of  whether  to  further  ex¬ 
pand  aluminum  production  at  18 
aluminum  fabricators  and  received 
what  defense  authority  officials  de¬ 
scribed  as  “mixed  reactions.” 

Anderson  proposed  that  the 
Government  purchase  Canadian 
aluminum  over  a  long  period  of 
time  and  at  the  same  time  to  ex¬ 
pand  domestic  production  by  280 
million  pounds  annually.  While  the 
prime  producers  were  opposed  to 
this  program,  the  fabricators  in¬ 
dicated  that  they  thought  new  uses 
of  aluminum  would  increase  con¬ 
sumption  in  the  next  few  years 
beyond  current  expectations.  At 
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thf  time  of  this  writing  the  issue 
was  still  in  doubt  and  no  immetli- 
ate  Government  decision  is  ex¬ 
pected. 

As  far  as  the  specialty  industry 
is  concerned,  the  outlook  seems  to 
l.e  one  of  slow  but  steady  improve¬ 
ment.  Anyhow,  there  is  some  hoin*. 


Metal  Awnings 

{Continued  from  Page  iiO) 
percentage  of  the  sale  price. 

K.\llM,OY  MOKK  SAI.ES.MEN : 
Y’oii^'an’t  work  up  sales  volume  if 
you  don’t  employ  enough  salesmen. 
A  good  gauge  of  the  dollar  volume 
you  should  .sell  this  year  is  $1.00 
per  person  of  the  population  in  all 
your  territories.  The  average  full 
time  aluminum  awning  salesman 
sells  about  $50,000  worth  per  year. 
Determine  the  amount  of  busine.ss 
you  can  expect  and  do  everything 
possible  to  employ  the  necessar; 
number  of  .salesmen.  You’ll  get 
plenty  of  them  if  you  jwint  out  the 
rewards  they  can  expect  if  they 
really  work. 


Wood  Kitchen 

{Continued  from  Page  27) 
undercoat  which  dries  overnight 
and  is  .sanded.  This  is  followed  by 
two  coats  of  enamel  gloss.  The 
dealer  will  find  that  it  is  well  worth 
the  inve.stment  of  time  and  money 
to  be  able  to  supply  colors  other 
than  white  since  many  a  .sale  may 
de|)end  on  his  ability  to  give  the 
customer  .some  color  ujwn  which 
she  has  her  heart  .set.  It  is  also  an 
advantage  to  be  able  to  supply 
|M)rcelain  sinks  in  color  which  har¬ 
monize  or  contra.st  with  that  of 
the  cabinets.  Some  manufacturers 
of  wood  cabinets  carry  such  sinks 
to  harmonize  with  their  standard 
colors  for  cabinets. 

It  may  not  be  necessary  for  you 
to  .set  up  a  paint  shop  if  your  sup¬ 
plier  stocks  finished  cabinets  in  a 
sufficient  variety  of  colors  to  .sat¬ 
isfy  your  customers.  Whatever 
{Continued  on  Page  60) 


TWO  TRACK 

FULLY  EXTRUDED  ALUMINUM 
SELF  STORING 

YOUR  COST 

14:«« 

Assembled 

F.O.B.  Eynbiook,  L.  I. 

O.NLY  ANDREA  FEATURES 
DOU  BLE-PROTECTION 
(  ORNER  SHIELDS 


Fa.st  delivery  assured.  Dis¬ 
tributors,  K.D.  Operators, 
volume-dealers’  inquiries 
invited.  Special  offer  for 
quantity  users. 


THE  FAnOES 
PtCTEHE  FRAME 
STORM  A  SCREEA 
COMBiXATiO^ 
WiADOW 


A.NDItKA  extra-quality  }?ives  you 
exclusive  fufl-lerifith  iiilerloekinf' 
roils  . . .  added  sealing  and  strength 
dial  eliminates  most  caulk-ini'  and 
rubber  beading.  ANDItF.A  knoM- 
bow  adds  up  to  the  most  profitable 
o|»«-ration  you  can  find  aiuwbere. 


W  R  I  r  E  O  R  W  I  R  E  F  OR  (’  O  M  P  L  E  T  E  DETAILS 

M.4]\UFA€TURII\G  CORP. 
I8:i  HORTOM 
LYI^RROOK,  L.  1.,  IV.  Y. 

lYnbrook  3-8668 


'^OEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE'* 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted  — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Stondord  Type  13  Screens,  Bronze  Lacquer 
Special  Finish  Wire.  Only  SI. 23 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

The  A.  W.  BARNHART  CO. 

140  HIGHLAND  STREET  •  PORT  CHESTER.  N.  Y 
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Exclusive  DISTRIBUTOR 

^^PP^^RTUNIXy  In  Select  Territory 

Exclusive  opportunity  is  offered  in  select  territory  for  the  sole 
and  application  of  CRAFTSTONE,  a  revolutionary  new  cast- 
stone  facing  with  unprecedented  consumer  appeal  —  also 
commercial  bldgs.  Converts  any  home  into  a  beautiful  stone 

BIG  PROFITS 

Big  market  all  over  America.  Distributors 
now  doing  phenomenal  business  with  hand¬ 
some  profits.  Our  product  proved  superior, 
is  shipped  ready  and  easy  to  apply  over 
any  construction.  Long  guarantee.  Cost  low. 
No  special  forms  or  equipment  to  buy.  No 
competition.  Average  worker  can  do  the 
job.  We  supply  sales,  advertising  and  all 
necessary  helps  to  distributor's  success. 

Write  for  Full  Information 

(A-STONE  PRODUCTS,  INC. 

3032  W  SEDGELEY  AVE.  PHILA.  21.  PA. 
Telephone  STEVENSON  7  6593 


residence  in  3  days. 


25  MILLION 
DOLLAR 
MARKET 
WAITING! 

CRAFTSTONE  gives 
new  beauty,  new  life, 
to  old  buildings.  Pro¬ 
tects,  Insulates,  Fire¬ 
proofs  —  eliminates 
paint  and  repairs  for 


Advertising 
Greatest  Prospects 

Mo.st  executives  are  eajrer  to  try 
out  the  latest  suha.s.sembly  itrodiic- 
tioti  methods  in  manufacturiiifr  op¬ 
erations,  but  few  carry  over  this 
quest  for  efficiency  to  advertisin^r, 
the  jtrocess  of  developin^r  j)ros- 
pects  for  their  .salesmen. 

These  product-minded  executives 
ofteti  foi'Ket  you  must  have  prod¬ 
ucts  before  you  have  customers.  A 
prosjtect  is  like  a  jtrea.ssembly  .  .  . 
an  individual  who  has  received 
.some  presellinjr  but  requires  the 
final  butfoninjr  up  i)i'oce.ss  of  the 
ultimate  .salesman’s  call  to  be  con¬ 
verted  into  a  customer. 

Advertising  is  a  mechanized 
jn'ocess  of  converting  i)eoi)le  into 
prospects  by  doin^  that  part  of 
the  i)re-sellin^^  Job  which  does  not 
require  the  i)resence  of  the  sales¬ 
man. 

Successful  si)ecialty  salesmen 
have  proved  that  they,  aided  by  the 
advertising'  done  by  their  employ¬ 
ers  mu.st  convince  prosi)ective  cu- 
tomers  that : 


y-SecU  "KD  ’  WINDOW  KITS 


MAKE  YOU  MORE  MONEY 


Buy  at  Distributors  Prices  .  .  .  Moke 
Combined  Distributor,  Dealer  and  Retailer's  Profit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
liasement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eastern  Division,  4'8  Belmont 
Avenue,  Holedon,  New  Jersey 
Western  Division,  1134  S.  6th  Street,  St.  Louis,  Missouri 


The  Complete  line  of 

Combinofion  Storm  Windows 
plus  Storm  Sosh  tor  Steel 
Casements  ond  Bosemenf 
Windows. 


iACTNOW 


writ*,  phoM  M  wir* 
for  dot^  Old  pricas 


M-Seal  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


ASSEMBLE  These  Atuminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked- 
dt)wn,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tcxils  necessary. 
Antone  can  do  it — in  the  shop  or  on  the  |t>lv.. 

Installation  is  just  as  simple.  .New,  exclusive 
\'-Seal  "picture  frame”  consiruc- 
tittn  fits  all  modular  windows — 
gives  weathertight  fit  — ends  cosilv 
on-the-ji>h  fitting  and  adjustment. 


Tbc  iiroduct  will  do  the  job. 

The  product  i.s  not  outcla.ssed  by 
comiietitive  make.s. 

The  company'.s  .salesmen  are  famil¬ 
iar  with  the  Iniyer’s  problem  anil 
have  the  know-how  to  .solve  it. 

The  jirice  is  right. 

The  company  and  its  products  are 
favorably  known. 

The  company  has  anijile  manufac¬ 
turing  facilities  and  anqile  capital. 
The  company  deals  fairly  with  its 
customers. 

♦  « 

Wood  Kitchen 

iCiiiitinind  fioni  Paoi  .Til) 
method  turns  out  to  be  best  for 
you,  be  sure  that  you  are  in  a  i)osi- 
tion  to  give  your  kitchen  prospect 
the  color  she  wants.  In  fact,  sales¬ 
men  should  stress  color  in  selling 
the  housewife.  Remember,  women 
are  intensely  color  conscious  and 
most  of  them  pride  them.selves  on 
their  ability  to  choose  colors  for 
home  decoration. 
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On  The  House 

{('oHtiiiiicd  I  nun  Poijt  21 ) 

viously  this  is  jiood  advice  which 
every  dealer  can  take  to  heart  and 
impress  on  his  salesmen. 

*  *  # 

There  is  no  question  that  home 
owners  have  money  to  buy  home 
improvements  but  as  !Mr.  KIder 
points  out.  “Statistics  on  liquid 
savings  show  that  people  are  be- 
^tinnin);  to  hold  on  to  their  money 
instead  of  spending  it.  .Apparently 
our  demand-creation  machinery  is 
not  turninf^  pr«>spects  into  custom¬ 
ers  as  fast  as  before.” 

In  other  words,  the  K«ld  is  th  'le, 
fellas,  but  you  have  to  di};  for  it. 
There  is  at  least  one  factor  in  the 
pre.sent  situation  that  favors  the 
building  specialty  dealer.  In  a 
period  of  inflation  and  shortages 
people  have  a  natural  tendency  to 
seek  security  by  investing  in  real 
property.  .4  man's  home  is  real 
property  and  any  money  spent  to 
improve  it  is  a  uood  investment 
since  it  increases  the  value  «»f  the 
hou.se.  However,  in  the  final  anal¬ 
ysis  there  is  no  substitute  for 
jrood  selling-  What  is  needed  now 
is  a  shake-up  in  sales  .staffs,  a 
weeding  out  of  the  weak  sisters 
who  don't  produce,  and  retraining 
and  pntper  indoctrination  of  the 
basically  Rood  men  who  have  been 
.softened  by  the  easy  sellin);  con¬ 
ditions  of  the  past. 


H<»V-ELL-I)0K  .St-rliiinal  I  p'W ri-ii  ( .arafic  I  )<M>rs  arc  ilislriliiilt-d 

•■xvbisi\ t‘l\  ibroii^b  <b‘al«T>.  and  arc  axailabir  in  .'Ui  sl<M-k  sizes  for 
residential,  eoniinereial  and  ser\  iee  station  installation,  (liistoni- 
biiilt  doors  of  iiniisnal  design  or  size  are  a  s|M'<'ialt\. 

<  tiir  Pedestrian  or  W  i  ket  DiKirs  are  now  fidl-lenetb.  steel- 
liin<red.  bolted  at  the  fa<'tor\ .  Saxes  T.'}'  ^  time  and  labor  on  tbe  job. 

rile  nnixersallx  known  lit  >\X -t.I.I.-IX  Ht  f.leetrie  ()|H-rators 
lor  residential,  eoniinereial  and  inihistrial  parat^e  dtMirs  max  be 
obtained  xxitb  remote  or  at-door  eontrol  stations,  \xailable  for  all 
sizes  and  makes  ot  door',  l  atest  residential  ofM-rator  n-qiiires  no 
extra  beadriMtm. 


THK  ilOWIXL  MAM  IArTIRIISX  CO. 

7201  HA'BROOK  avenue,  PhllA.  11,  PENNA. 


C  A  1. 1  F  0  R  N  I  A  R  E  I)  W  0  0  I) 


Band  Sawn-Premium  Quality 

You  may  use  the  experience  we  have  gained  over  many 
years  supplying  eombination  window  and  door  manu¬ 
facturers.  Guaranteed  shipment*  on  regular  schedules, 
l.et  us  help  you  solve  your  prohlems. 

Direct  Mill  Shipments  Only 


3) on  U^allace,  3nc. 


(iiiaidian  llldc- 
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BUILDING  SPECIALTIES 


One  window  that  can  be  sold  for 
residential  and  commercial  build¬ 
ings _ A  window  that  provides 

any  room  with  cooling  ventilation 
through  horizontal  glass  louvers... 
An  extruded  window  that  seals  tight 
against  the  weather ...  Channels 
fresh  air,  yet'climinates  drafts... Yes, 
here  is  a  window  that  will  bring  you 
more  sales  in  an  expanding  market ! 


SlfOING  MUUION 
SICTION  of  hell-arc 
welded  aluminum  frame 
ipeeds  installation. 

SIliNT  Roro 

OPiRATOR  adjusts  glass 
louvers  to  any  position. 

SPtCIAL  CUP 
AND  TAB  keep  4" or 
5V4"clear  or  obscure 
glass  louvers  snug  and 
rattle-free. 

ALUMINUM 
HARDWARi  precision 
designed  for  endurance, 
''smooth-as-a- rolling- 
boll"  operation. 

RiMOVABLL 
ALUMINUM  SCRLiN 
is  easily  replaced 
'ith  storm  sash  in 
extreme  weather. 


WHATiViR  YOU  WANT  IN  JALOUSliS 
WtATHBRMASTiR  HAS  ITt 
Pioneer  Manufocturers  of  Extruded  Jolousie 
Windows  and  Doors  •  Aluminum  Porch  Jalousies 
•  Press  Brake  Formed  Jolousie  Windows 
•  Aluminum  Jolousie  Hordwore 

R^^LetmaS/et 

JALOUSIE  AND  WINDOW 

MANUFACTURING  COMPANY 
P  O  Box  106B  B4  Miomi  6,  Florido 


Training  is  Needed  by 
New  Salesman 

Plenty  of  companies  talk  about 
“whippinjjr  nt*vv  salesmen  into 
.shape,”  but  relatively  few  offer 
anythiiiK  of  a  concrete  nature.  The 
result  is  that  raw  recruits  are  still 
bein^  thrown  into  the  .sales  fray 
without  even  “boot”  training. 

One  larjre  corporation  has  set  uj) 
an  intensive  sales  training  for  its 
men  and  the  ultimatum  has  been 
i.ssued  that  from  now  on  .salesmen 
must  be  iirepared  to  match  wits 
with  rivals  and  “create  business 
instead  of  havinjr  it  handed  to 
them  on  a  silver  platter.” 

These  sale  s  m  e  n  ha  v  e  been 
Krounded  in  the  followini?: 

1.  Product  apiflications  and  u.ses. 

2.  Competitive  produt?ts. 

.‘5.  How  to  approach  a  prospect, 
make  a  favorable  impression,  jrain 
attention. 

1.  Customer’s  i)roblem — how  to 
e.xpress  him.self,  u.se  visual  selling' 
aids,  make  a  demonstration,  keep 
control  of  interview. 


VEHtThpSlHrOEHtK-KEK  | 

I  I 

a  distinctive  conepy  that's  a  **tal9t^maker**  • 

A  highly  decorative  and  protective  canopy  1 
May  be  installed  in  an  hour.  May  be  sold  at  | 
a  handsome  profit  at  less  then  ^‘2  the  cost  of  1  | 
a  custom-built  unit.  !  , 

White  pine  construction  throughout.  Roof  |  . 
covered  with  golvonited  iron.  Gutters  and  1  . 
rain  spout.  Furnished  with  canopy  brockets.  . 
Pointed  1  coot  prime  white  Ceiling  doorway  1 
for  light  furnished  os  on  extro  | 

SPECIAL  INTRODUCTORY  OFFER 

(Dealers  Only)  |  I 

MAR-KEE  No.  234g  (26"  wide  x  56"  long  x  j  ' 
22"  high)  j  , 

Shipped  prepaid,  on  receipt  of  your  check  • 
for  $56  20  j 

MAR  KEE  No  2760  1 30  wide  x  66  '  long  x  j 
23"  high)  | 

Shipped  prepoid,  on  receipt  of  your  check  • 
for  $62  55 

MONEY  BACK  GUARANTEE  j 

(Return  to  us  freight  collect,  if  not  sotisfied)  ! 

WM  J.  SAMCOE  IRON  COMPANY  I 

917  Military  Road  •  Buffolo  17,  N.  Y.  I 


5.  What  sales  plans  are  availa¬ 
ble  to  help  solve  dealer’s  problems. 

6.  Importance  of  converting  a 
complaining  cu.stomer  into  a  .satis¬ 
fied  u.ser. 

The  chief  weaknes.ses  uncovered 
among  the  .salesmen  of  this  corpo¬ 
ration  were: 

1.  Too  much  talk  before  swing¬ 
ing  into  significant  pha.ses  of  the 
presentation. 

2.  Failure  to  stress  the  company 
as  an  institution — its  background, 
facilities,  etc. 

2.  Indifference  to  |)lugging  hard 
at  the  u.se  of  advertising  and  .sale.s- 
promotional  materials. 

A  C  Awr/iMXiimr 

♦  *  « 

New  Products 

(ContiniK  (I  from  Page  25) 

New  Hinge  Type  Outside 
Casement  Storm  Sash 

A  new  hinge-type  outside  cast*- 
ment  storm  window  is  being  manu¬ 
factured  by  Air  Ma.ster  Co.,  Phila¬ 
delphia,  Pa.  This  new  .storm  win¬ 
dow  features  1 dead  air  space 
and  a  positive  .seal  to  eliminate 
drafts  through  the  primary  win¬ 
dow.  Since  it  is  a  stock  item,  it  can 
be  offered  for  immediate  delivery. 

This  new  ca.sement  .storm  win¬ 
dow  together  with  the  Air  Master 
Double  Hung  line  enables  them  to 
completely  cover  the  combination 
window  field. 

*  *  * 

Siding  Association  Releases 
Cost  Sheet  for  use  by  Dealers 

A  simple,  but  informative  c()st 
sheet  has  been  prepared  by  the  In¬ 
sulating  Siding  Association  for  u.se 
by  lumber  dealers  and  builders  in 
figuring  comparative  cost  of  e.xte- 
rior  wall  construction  for  new 
homes. 

Copies  of  the  four-page  brochure 
can  be  obtained  free  of  charge  from 
the  Insulating  Siding  Association, 
5.20  Kcho  Lane,  Glenview,  Illinois. 

The  brochure  has  a  table  for 
making  quick  compari.sons  of  the 
cost  of  building  exterior  walls  with 
l)rick  veneer,  beveled  siding,  wood 
(Covtinved  on  Page  64) 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 

The  CARBO-TEX  formula  is  the  result 
of  years  of  research  and  experiment,  it 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  ond 
osbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  and  flexibility  of  the  coating, 
thereby  ossuring  longer  life.  One  coot 
of  CARBO-TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 
...  It  adheres  to  the  wall  surfaces  to 
which  It  is  applied,  ond  will  not  powder 
or  crack. 


Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  .  more  satisfaction  for  your  customer. 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  Dlgby  9-3170 


A  New,  Longer  Lasting 
Surface,  Pressure -Sea  led 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 
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when  they  >>ee  a  circle  head  d<ior.  You  can 
make  every  d<K>r  a  profitable  vale  with  the 
Original  ('urvalum  door. 


Engineered  of  all  extruded  aluminum,  sales 
tested  and  proven  —  the  Curvalum  Dinir  is 
now  ready  for  distribution. 

Also  available  in  Gothic,  Tudor  and  (iathedral. 

VC’E  ALSO  MAM'FACTURE 
C.omhination  Square  IXiors.  Cioming  Soon! 
Circle  Head  VCindows!  Inquire  Now. 

Vie  also  specialize  in  all  aluminum  screen 
porches  and  solariums. 

Investigate  this  profit  builder  tcxlay! 

Vi’rite,  uire  for  descriptive  literature  and  price 
list  today! 


CURVALUM 


THE 


ACTUAL  Size 


420  MEACHUM  AVE. 


®tCRET 

OF  LOMO-UVKD 

moor  BEAurr 

SEAL-ALL 
CLIPS  FOR 


DOOR  MANUFACTURING  CO. 

ELMONT,  N.  Y, 


INTERLOCKIN6  SHINGLE  SECTIONS 
AND  PREVENTING  RAISING  OF 
ASPHALT  SHINGLE  TABS 


•  May  be  inserted  during  application  or  after  all 
shingles  are  laid.  Ideal  for  heiagons.  3  in  1 
strip,  and  individuals  laid  up  Dutch  Lap  method. 

•  Solid  copper.  Cannot  rust  out. 

•  Hammer  is  only  tool  required  to  firmly  anchor 
sections,  but  handy  clipper  is  available  at  only 
12  SO  if  desired. 

•  Millions  used  since  193S. 

Dt:4LERS  Sral:4U  C/i/x  ran  be  iolj  uith  Ftrr> 

ihtnftr  order. 

SEAL-ALL  clip" COMPANY 

4375  W.  Pasadena  Flint  1,  Mich. 

Pleoio  50nd  (  )  froo  tomplot  ond  full  infor* 

motion;  (  )  doolor  propotition. 


NAME. 

FI«M_ 


CITY  A  STATE- 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 

We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  ore  converting  to  wood 
windows  we  con  be  of  particular 
service  to  you,  or 

if  you  hove  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  ports,  coll  on  os— NOW/ 

G.  Grant  Metal 
Mfg.  Co. 

163  Buschir  Avenue 
Valley  Stream,  L.  I.,  N.  Y. 

Phene  —  Valley  Stream  5-5581 


New  Products 

{Continued  from  Page  62) 

shintrles,  concrete  block  and  insul- 
atiiiK  sidintr. 

A.s  a  guide,  the  a.s.sociation  sur¬ 
veyed  costs  of  e.xterior  walls  in  the 
Chicago  area  and  found  that  a 
thou.^and  feet  of  insulating  siding 
could  be  installed  over  wood  sheath¬ 
ing  and  15-pound  felt  for  $414.57. 
Labor  cost  was  figured  at  $2.75  i)er 
hour. 

The  average  cost  of  installing  in¬ 
sulating  siding  was  35  ijer  cent 
lower  than  beveled  siding  at  $638 
(including  three  coats  of  paint): 
37  per  cent  lower  than  double 
course  staiiunl  shingles  at  $662:  42 
per  cent  lower  than  concrete  block 
at  $717 :  and  50  per  cent  le.ss  than 
brick  veneer  at  $842.  Cost  of  labor 
for  laying  brick  and  concrete  block 
was  fiprured  at  $3.00  per  hour. 

The  as.sociation  .said  that  compar¬ 
able  .savings  could  be  made  by 
builders  in  other  .section.s  of  the 
country  and  invited  dealers  to  fig¬ 
ure  comjfarative  costs  for  them  in 
the  sjjace  provided  in  the  new 
brcK-hure. 

A  *  IF 

Mullins  Mig.  Co.  Releases 
New  Ad  Manual 

Young.stown  Kitchens  has  re¬ 
leased  a  revised  edition  of  its  ad¬ 
vertising  manual  for  dealers.  It  is 
said  to  be  one  of  the  most  complete 
and  comprehensive  ever  produced 
in  the  appliance  industry. 

The  new  manual  contains  130 
pages  of  inde.xed  illustrations  of 
mats,  photos,  and  other  materials 
available  for  dealer  advertising 
purpo.ses.  It  also  contains  67  sug¬ 
gested  radio  .spot  announcements. 
In  addition,  it  offers  suggestions 
for  using  advertising  materials 
and  preparing  ads. 

«  «  * 

Alcoa  Aluminum  2-Tone 
Finish  for  Metal 

Greater  two-tone,  flash  and 
glamour  for  iTolychrome  or  metallic 
finishes  are  possible  through  the 
u.se  of  a  new  aluminum  paste  made 
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by  Aluminum  Company  of  Amer¬ 
ica.  Designated  as  Aluminum  Tint¬ 
ing  Paste  it  gives  a  brighter 

finish  than  has  been  {wssible  thus 
far  with  other  aluminum  pigments. 
It  does  not  interfere  with  true 
color  values,  and  gives  a  “clean” 
appearance  of  great  depth  to  the 
finish.  This  pigment,  while  achiev¬ 
ing  the  utmost  in  iride.scence,  is 
characteriztnl  by  an  absence  of 
seeding. 

it  * 

Cornell  Introduces 
Overhead  Door 
With  Rolling  Window 

After  more  than  five  years  of 
extensive  study  and  tests,  the  Cor¬ 
nell  Iron  Work.s,  Inc.,  is  now  pro¬ 
ducing  a  Full  Vision  Window  for 
use  in  rolling  steel  doors.  U.  S. 
patents  were  granted  late  in  Feb¬ 
ruary,  1952. 


For  many  years  there  has  been 
a  demand  for  some  type  of  window 
oj)ening  in  the  rolling  door.  Becau.se 
this  type  of  door  is  constructed  of 
interlocking  slat  .sections  approxi¬ 
mately  4  inches  wide,  openings  in 
the  past  have  been  limited  to  slots 
within  the  width  of  the  individual 
slat  section. 

The  Full  Vision  Window  can  be 
furnished  12-16-20  or  24  inches  in 
height  and  20  inches  in  width.  Two 
or  more  can  be  used  in  larger  doors. 
The  window  is  presently  furnished 
with  transparent  aeroplane  ])lastic 
lights,  which  are  shaped  and  a.s- 
.sembled  to  coil  with  the  door. 

♦  «  * 

New  8»/2''  Bev-All  Tile 
By  Tilemaster 

Now  available  from  A-1  Pla.stic 
Molders,  Inc.,  is  the  8’ V'  x  S’  V' 
BKV-ALL  plastic  wall  tile.  This  is 
in  addition  to  their  regular  414"  x 
{Continued  on  Page  68) 


QUALITY  3  TRACK 
ALUMINUM  WINDOW 

with  a  1  Track  Mind... 

DEAIER 
PROFITS! 


WINSTROM  has  designed  and  engineered  this  outstanding  oil* 
extruded  altminum  combination  window  to  meet  the  most  rigid 
specificotions.  For  Dealers,  whose  major  concern  is  top  quality  and 
performance.  WINSTROM  WINDOWS  offer  these  outstanding  sell¬ 
ing  features:  3  tracks,  adjustable  sub-frame,  no  tools— no  tracks  to 
remove,  interlocking  meeting  rail,  double-locking  bolts,  glass  com¬ 
pletely  sealed  to  metal  PIUS  permanent  satin  finish. 

Once  you  sell  WINSTROM  WINDOWS  your  service  co  Is  ore  over. 
Get  all  the  profit-making  facts.  Ouolity  Dealer  inquiries  invited. 
Write  for  complete  information  todoy. 


A  Product  of  Suburban  Bronx*  Works,  Inc. 

uiinsTRom  MANUFACTURING  CORP. 

15-32  127th  Street,  College  Point,  New  York 


Costs  Got  You  Down? 


KESSLER 

Glass  Retainer  Splines 
Screen  Retainer  Splines 

Assure  you  of  Better 
Windows  and  Doors  —  Elim¬ 
inate  Labor  —  Cut  Costs 

For  Aluminum,  Wood  or  Plastic  Windows,  Doors 


DonH  Delay 
Order  ]%ow  for 
Prompt  Delivery! 


KESSLER  PRODUCTS  CO. 

1064  W.  Federal  St.  Phone  39335  Youngstown,  Ohio 
Specialists  in  plastic  extrusions  tor  the  Storm  Window  Industry 


B /II 'IN  3  SPEIl-i— TEB 


To  Make  More  Money 
You  need  more  Facts 

Fill  — 7 i’o  of — and  Mai. 


Chec^  fht  boxei  opposfte  products  or 
seririces  about  w'hicb  you  want  information. 
Fill  out  the  coupon.  You  •I'ill  ’•eceive  FREE 
the  latest  BOOKLETS  catalogues,  informa¬ 
tion  and  derails  from  the  manufacturers 
Oc  ft  MOW  while  you  are  going  over  the 
list  and  send  to  Building  Specialties  425 
fourth  Avenue  Mew  York  16  M  Y 
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BUILDING  SPECIALTIES 
^25  Fourth  Avenue 
Nen  Yori  1£  N  Y 

Send  rm  facts  on  the  stems  checs  ec 
~  Aiuminuir  Comtiinstior  Doors 
~  Aluminuir  Gombmatior  Winoows 
~  Atuir  Outside  CasemenT  Storir  Sast 
~  Aiurr  Porch  Enclosures 
~  Sreel  Combinatior  Windows 
~  Wooc  Combinatwii  Windows  Doors 
~  Stainless  Steel  Gombmatior  Windows 
~  Electric  Heaters 
~  Shower  Doors  &  Tub  Enclosures 
~  Wood  Plus  Metal  Combinations 
~  Aiummuir  Raiimfs 
~  Alum.,  Steel  Casement  Screens 
“  Plastic  Wall  Tile 
~  Redwood  Mrllwork  or  Lumber 
~  Roofing  Shmfle  Clips 
~  Sectional  Overhead  Garage  Doors 
~  Asphalt  Shingles 
~  Metal  Awnings  &  Canopies 
~  Stainless  Steel  Comb.  Doors 
~  Aluminum  Door  Grilles 
“  Steel  Residence  Casements 
~  Caulking  &  Glazing  Compounds 

"  Plastic  Weatherstnpping  for  Metal 
Casements 

“  Storm  Window  &  Door  Hardware 

~  Plastic  Awnings 

~  Sprayed  Sidewall  Resurfacers 

~  Metal  Mouldings.  Weatherstripping 

~  Sliding  Cbset  Doors 

~  Venetian  Windows  and  jalousies 

~  Simulated  Stone  Siding 

Z  Plastic  Splines  and  Glazing  Channels 

~  Home  Fire  Alarms 

Other  Items . 

Send  me  Bldg.  Specialties.  12  months. 
$3.00  □ 

Name . 


Firm 


AHHre*!'; 


STEEL 


THE  STEELCRAFT  MANUFACTURING  COMPANY 

_  ROSSMOYNI,  OHIO  (IN  GREATER  CINCINNATI) 


A  COMPLETE  LINE 

OF  QUALITY  STEEL  BUILDING  PRODUCTS 


KEEP  CONSTRUCTION  COSTS  DOWN 


Architects  and  builders  everywhere  are  finding  a  way  to  combat 
today’s  top-heavy  building  costs  by  using  Steelcraft  building 
products  Low  in  first  cost,  they  are  easy  and  quick  to  install  .  .  . 
speed  up  construction  .  .  .  help  reduce  overall  building  costs.  A 
complete  line  of  steel  building  products  from  one  source  .  .  .  with 
prompt  shipping  schedules. 

BONDERIZMD  STEEL  RESIDENCE  CASEMENTS 

Made  of  h.ot  rolled  steel  sections,  Steelcraft  steel  residence  case¬ 
ments  are  available  in  all  pt^pular  sizes.  Picture  windows,  frames 
and  combinations  are  standard  items.  Steelcraft  steel  casement 
windows  are  preferred  by  progressive  architects  and  builders  be¬ 
cause  they  combine  modern  beauty  with  all  these  advantages: 


•  100%  Vantilatlen  Full  opening 
ventilators  can  he  ad|uste<J  to  deflect 
the  breeze  into  the  rcxim  insuring 
maximum  \entilation  at  all  times. 


•  laty  to  Oporoto  Precision  built, 
die  cast  roto-type  under  screen 
operators  and  locking  handles  make 
them  easy  to  open  .  .  .  easy  to  close. 
Thev  will  not  stick,  rattle  or  warp. 

•  loay  to  Cloon  Extra  long  reinforced 
extension  type  hinges  allow  more 
clearance  at  |amb  permitting  easy 
outside  cleaning  from  the  inside. 


o  Woothorproof  ...  Wotor>Tlght 

Double  weathering  contact  on  both 
the  inner  and  outer  edges  provide  two 
weather  seals  on  all  sides.  Laxks 
tight  -stays  tight. 

•  Mlnlmwm  Upkoop  Bonderized  for 
permanent  protection  with  a  baked- 
on  prime  coat  reduces  maintenance 
cost. 


o  Moro  Light  The  trim  narrow  lines 
permit  maximum  amount  of  light  to 
enter  the  room. 


OTHER  STEELCRAFT  PRECISION  BUILT  METAL  BUILDING  PRODUCTS 


SfG«l  Door  Fromot.  One  piece, 
welded  construction.  Rein¬ 
forced  mitered  corners  won't 
open. 


Stool  Botomont  ood  UtWfy 
Vlflndows.  Armless  ventilators 
are  easily  removed. 


fit  all  metal  casement  win* 
dows.  No  measuring  .  . .  stand' 
ard  sizes  .  . .  easy  to  install. 


Boaofoont  Soah  Form.  Easy  to 
use,  saves  time*~reusable. 


Thn  Stnnicroft  ManufoctuHng  Co*y  D^pt.  BS-452 

9017  iluo  Ash  Koad,  Rossmoyno,  O.  (In  Grootor  CIncInnotl) 

Please  send  literature  on  full  line  (  ) 

I  am  particularly  interested  in  . . 


Name 


Company  Name 


Business  Address 


SHdinf  Stool  Closot  Doors. 

Pack^.  ready  to  install,  easy 
screw-driver  installation. 


Formed  Stool  UEitols.  Wide 
range  of  stock  sizes.  Heavy 
gauge  steel.  Bonderrzed. 
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HOME  FIRE 


FIRE-LITE  ALARM  SYSTEM 

Approved  For  F.H.A.  Financing 


With  UL  Approved 
Rate-of-Rise  Detectors 

You  can  make  big  profits  without  a  lorgc 
investment,  without  changing  your  business  set¬ 
up  in  a  new  ond  vest  market!  Every  home¬ 
owner,  (people  whom  you  hove  sold  before  ond 
new  prospects),  are  possible  customers  for  FIRE- 
LITE  Home  Fire  Alarm  Systems.  There  is  o 
vost  morket  right  ot  every  dealer's  door 

Our  Powerful,  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  ftomeowncr  a  FIRE-LITE  Fire  Akirm 


requires  only  the  use  of  our  tested  sales  plon 
and  a  simple  demonstration  It  will  close  sole 
after  sole  for  you* 

Write  Today  — We  Will  Show  Yoi:  How  To 
MAKE  OVER  135%  Profit! 

We  hove  bonofidc  sales  records  of  actual  com¬ 
ings  of  many  dealers  to  prove  thot  you,  too, 
can  make  over  135%  prof  t  on  coch  sole!  A 
FIRE-LITE  System  costs  very  little  to  instoll 
and  the  entire  unit  is  low  priced.  You  con 
sell  on  installed  unit  at  a  price  homeowners 
will  pay  ond  still  moke  a  big  profit.  Some 
sales  territories  ore  closed.  There  ore  many 
more  soles  oreos  still  ovailoble  WRITE  TODAY 
for  AN  EXCLUSIVE  DEALERSHIP! 


FTDr  T  TTF  AT  ADMC  b - 168  shelton  ave. 
I  I L  /iL/llUrliJ  new  haven,  conn. 


Storm  and  Screen  Door  Hardware 


NEW  IDEAL  LATCH 

The  I)eauty  of  thi.s  latch  Ls  in  its  design  and 
ea.se  of  installation  . .  .  requires  no  mortising. 
It  close's  silently  and  hx  ks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Al)so- 
lutely  guaranteed  against  breakage.  Latch 
available  in  stainless  steel. 

STAINLESS  STEEL  HINGES 

3''x2^4*'  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin  type. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Stain- 
10*88  stet'l  attaching  brackets  are  available. 

COMPLETE  INFORMATION  PROMPTLY  SENT 

Supplying  most  of  Amorico't  oluminum  door  mono- 
foefurors.  Also  manufaefurors  of  storm  sosh  and 
scroon  hardwaro. 

BRASS  WORKS«INC. 

250  EAST  5TH  STREET  •  ST.  PAUL  1,  MINN. 


New  Products 

{Contimn-t}  from  Page  65) 

4'  i"  BKV-ALL  and  Standard  tile. 

According  to  the  manufacturer 
this  new  plastic  wall  tile  has  all  the 
.same  tine  qualities  as  its  regular 
tile,  plus  the  advantage  of  the 
larger  size  for  those  who  prefer 
large  plastic  wall  tile,  jiarticularly 
for  ceilings  and  commercial  instal- 
I  lations,  rather  than  the  regular 
I  4'  [”  X  4’  |."  tile. 

♦  ♦  Ik 

I  Ualco  Jalousie  Display 
Available  For  Dealers 

Home  owners  and  builders  will 
he  captivated  by  the  actual  model 
of  a  Ualco  Jalousie  window  which 
the  Union  Aluminum  Company, 
Sheffield,  Alabama,  has  incorpor¬ 
ated  in  a  display  that  is  available 
to  building  supply  dealers, 
i  The  model  in  this  display  is  the 
actual  aluminum  frame  containing 
the  glass  louvers  which  open  and 
close  so  that  it  can  be  demon.strated 
to  prosjiects. 

This  display,  four  feet  high  by 
three  feet  wide,  will  quickly  draw 
the  attention  of  the  professional 
!  buildei’,  who  can  easily  see  that 
!  Ualco  Jalousies  are  ea.sy  to  install 
and  require  no  weather.stripping, 
thus  .saving  both  time  and  labor. 

The  comjilete  display  package  is 
ready  for  delivery.  It  is  billed  to 
dealers  at  $11).25  but  the  entire 
amount  is  deductible  from  their 
initial  orders.  The  display  may  be 
ordered  from  Union  Aluminum 
('ompany,  Inc. 

*  *  * 

Wood  Picture  Window 

In  answer  to  trade  and  cu.stomer 
demand  for  an  inexpensive  picture 
window,  a  new  addition  to  the 
well-known  Bee  Gee  all-wood  line 
has  been  announced  by  Brown- 
Graves  Co. 

Known  as  the  “34-B,”  the  new 
picture  window  features  a  new 
sash  design  that  gives  a  lighter, 
airier  appearance.  The  new  “34-B” 
is  supplied  ready-glazed  with  a 
j  double-strength  “A”  gla.s.s. 

Like  all  Bee  Gee  windows  it  is 
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ii  complete  unit  ready  to  set  in  the 
wall,  with  frame,  fitted  sash,  cop¬ 
per  screen  and  all  hardware  in¬ 
stalled  at  the  factory.  Bee  Gee 
automatic  storm  .sash  is  available 
for  the  new  :^4B  picture  window. 

♦  ♦  * 

ShoDoCo  Introduces  New 
Display  Stand 

Latest  sellinji:  aids  announced  by 
Shower  Door  Comjiany  of  .America, 
•Atlanta,  Ga.,  include  full  size  dis- 
l)lay  stands  for  the  aggressive 
firm’s  Permalume  shower  doors  and 
Double  Rollaway  tub  enclosures. 
The  stands  are  furnished,  as  al¬ 
ways,  free  of  charge  to  ShoDoCo 
distributors  and  their  dealers,  the 
only  cost  being  that  of  the  door  or 
enclosure  installed  in  the  .stand. 

Both  the  door  and  ei.closure  di.s- 
jilay  stands  are  furnished  with  legs 
for  open  showroom  display.  How¬ 
ever,  they  may  also  be  used  as  wall 
displays. 


Sturdy  and  colorful,  the  stands 
show  to  the  best  advantage  the 
efficiency  and  attractiveness  of 
Permalume  enclosures,  including 
the  door’s  adjustable  jamb  and  the 
roll-action  of  the  tub  enclosure. 
Eye-pleasing  sidewalls  and  enamel¬ 
ed  mock  tub  fronts  add  to  the 
realism  of  the  displays. 

♦  4c  ♦ 

Diebold  Announces  Metal 
Sliding  Closet  Door 

Newest  among  the  hollow  metal 
products  of  Diebold,  Inc.,  is  the 
K.D.  Sliding  Closet  I>oor  unit  now 
available  complete  in  a  knock-down 
package  designed  to  fit  all  wall 
(Co)iti)iue(l  OH  Page  70) 


m  VOORWAV  TO  OUAUTV 
IS  AVAILABLB 

For  Immediate  Delivery 

ELLWOOD 
COMBINATION 
DOORS 

“The  Finest  Product” 

In  The  Trade 

THE  ELLWOOD  ALUMINUM  DOOR  (0.,  INC. 

Ellwood  Cify,  Pa.  Phone  2775 


NASH 

The  Nash  extruded  aluminum  combination  window 
contains  all  the  selling  features  to  help  you  create 
a  strong  sales  organization.  Our  K.  D.  distributors 
set-up  offers  you  maxi¬ 
mum  profits,  immediate 
delivery  and  no  transpor¬ 
tation  problem. 


The  beautiful  Nash  door 
is  a  favorite  with  all  Win¬ 
dow  Specialists.  Home 
Owners  appreciate  the 
Quality,  superior  features 
and  enduring  perform¬ 
ances  of  Nash  products. 

Nash  Manufacturing  Company 

LONG  BRANCH,  N.  J. 

Factory  Bronchos 

335  Holsey  St.  114S  No.  Americon  St.  9126  Horford  Rd. 

Ncwork,  N.  J.  Philodelphio,  Po.  Baltimore,  Md. 
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economize 

by  using  ARROW 

PRE-COLORED 

ALUMINUM 
or  STEEL  COIL 


•  How  much  could  you  save 
by  eliminating  your  finishing 
department?  Why  not  have 
Arrow  furnish  you  with 
Prk-colohed  coils 
ready  for  roll  forming  or 
stamping!  In  fact  why  not  have 
Arrow  also  do  the  forming! 

Arrows's  process  of  continuous 
strip  alodizing  and  color-coating 
has  caused  a  sensation  in  the 
field  of  light  metals  fabrication. 
Many  industries  are  now  using 
Arrow’s  Pre-colored 
coil  with  outstanding  success. 

Arrow’s  baked-on  enamel  finish 
in  all  colors  on  steel  and 
aluminum  coils  is  corrosion  and 
scratch-resistant.  It  combines 
hardness  with  flexibility. 

Why  not  investigate  Arrow 
Services!  We  are  prepared 
to  handle  an  order  of  any  size- 
large  or  small.  Our  engineers 
will  be  glad  to  analyze  your 
problems  without  obligation. 

Our  services  include: 


New  Products 

(Continued  from  Page  69) 
application.s. 

Ea.se  and  economy  of  installation 
are  the  two  big  builder  benefits  of 
this  new  all-metal  sliding  door  unit. 
Prompt  delivery  is  assured  of  a 
complete  package  which  can  be  as- 
.sembled  and  installed  in  a  few  min- 
i  utes.  Economy  can  be  measured  in 
dollars  through  reductions  in  labor 
and  material  costs  in  patterns,  pla.s- 
tering  and  installing. 

■  Under  the  slightest  adver.se  cli¬ 
matic  conditions,  old-style  wooden 
sliding  d(M)r.s  tend  to  warp  or 
shrink.  With  the  new  Diebold  all- 
metal  sliding  closet  door,  worries 
of  warping,  cracking  and  shrinkage 
vanish. 


*  * 


♦ 


New  Cement  For 
Laminated  Plastics 

A  synthetic  adhesive  that  com¬ 
pletely  eliminates  the  use  of  clamps 
or  pre.s.ses  in  the  cementing  of  lam¬ 
inated  plastics  and  other  building 
materials  has  been  developed  for 
indu.strial  u.se  by  Adhesive  Prod¬ 
ucts  Uorp. 

The  new  cement,  marketed  un¬ 
der  the  trade-name  “Stix,”  is  lK)th 
waterproof  and  quick-drying.  Its 
adhesive  qualities,  say  company  en¬ 
gineers,  are  superior  to  any  other 
ctmient  now  available  for  such  u.se. 
Sti.x  is  resistant  to  exce.ssive  heat 
and  cold  as  well  as  most  oils,  acids, 
alkalis  and  water.  It  is  flexible, 
yet  shockproof.  Even  under  long 
periods  of  dampne.s.s,  its  bonding 
characteri.stics  are  not  lo.st.  As  Stix 
“cure.s”  after  application,  it  be¬ 
comes  .stronger  with  age. 


Continuous  Color  Coating 
Alodizing  •  Slitting 
Roll  Forming 

ARROW 

M 


METAL  PRODUCTS  CORP. 

HASKEU,  N.J. 
Pompton  Lakas  7-1820 


Stix  can  be  applied  to  any  sur¬ 
face  with  stiff  brush,  serrated 
trowel  or  hard  .scraping  t<M>l.  Af¬ 
ter  a  short  period  of  drying,  it 
takes  onlj-  surface  contact  to  per¬ 
manently  join  parts  or  areas  into 
an  integrated  unit.  Stix  is  not  a 
messy  cement  and  can  be  cleaned 
easily  from  hands,  working  surface 
and  brush  with  Stix  thinner. 


N  E  W  !  I 

MITRED 

2-PANEL 

DOOR 

•  Heavy  H-Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
&  Smooth  Interior 

•  Three  stainless  half-con¬ 
cealed  hinges  riveted  to  Z-Bar. 

•  8  Points  of  Attachments  make 
it  Sag-proof 


Inquire  for  our  new 

LOW.  LOW  PRICES 

Write  for  informotion  on  our  K.  D. 
Plon  or  Distributorships. 


ELMO  NT  “co° 

575  Hempstead  Turnpike 
Elmont,  N.  Y. 

FLoral  Park  4  3620 


install 


^  aluminum  surfaces.  Solid  ponderosa 
Ike  core  between  aluminum.  , 

HH^ique  patents — adjusts  to  a4 
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New  Kitchen  Fan 
Easily  Removed 

Removing  and  cleaning  a  new 
kitchen  fan,  just  introduced  by  Nu- 
Tone,  Inc.,  is  no  trouble  at  all. 
Motor  and  aluminum  blade  are 
mounted  on  a  three  point  bracket 
that  slips  in  and  out  of  the  hous- 
inK.  Rubber  tips  snap  snugly  over 
the  studs  to  hold  the  unit  in  place. 
The  removable  frrille  is  held  in 
jilace  by  a  larjje  thumb  screw  that 
attaches  to  the  motor. 

The  new  eijrht  inch  ventilator 
can  be  mounted  in  the  ceiling  or  on 
an  inside  wall  to  remove  smoke 
while  cooking.  It  can  also  be  in- 
.stalled  in  the  ceiling.  The  housing 
is  only  3*4  inches  deep  and  will  fit 
between  standard  16  inch  center 
joi.sts  or  .studs.  For  operation,  the 
fan  is  simply  plugged  in  to  stand¬ 
ard  hou.sehold  wiring.  The  new 
unit  comes  completely  a.s.sembled 
with  motor,  blade,  housing,  and 
grille  all  in  a  compact  unit.  Avail¬ 
able  acces.sories  include  an  ellaiw 
tube  and  outside  wall  cap. 

Price  is  $26.50.  With  chrome  fin¬ 
ish.  $28.50.  Immediate  availability. 
♦  « 


Concrete  Drills 

A  .scientifically-designed  worm 
drill  which  withdraws  the  residue 
from  the  drill-hole  is  an  important 
feature  of  the  “Termite”  drill  offer¬ 
ed  by  Concrete  Termite  Drill  Co. 

The  Concrete  Termite  drill,  recom- 
mnded  for  drilling  multiple  holes 
in  concrete,  is  available  in  various 
lengths  in  diameters  of  '  -'k,  ' 

■'i>.  and  ‘’(-inch.  The  Core  Termite 
is  of  hollow  construction  and  is 
u.sed  for  drilling  large-diameter 
l>oles.  It  is  available  in  various  lates  the  roof  deck  from  the  heat  art.”  The  designs  are  available  in 
lengths  in  diameters  from  "n-inch  and  flames.  This  combination  of  all  popular  colors, 
to  5-inch.  materials  and  performance  has  *  *  ♦ 

*  *  *  enabled  Carey  Fire-Chex  asbestos-  Window  Fan 

plastic  shingles  to  qualify  for  Ward  Twin-Breeze.  Model  WC- 
Asbestos-Plastic  Shingles  Underwriters’  Laboratories,  Inc.  14,  is  produced  by  Stewart  Mfg. 

Fire-Chex  shingles  are  now  coat-  highest  fire-protective  rating —  Co.  Two  .sealed  bearing  motors 
ed  with  a  new,  patented  asbe.sto.s-  Cla.ss  A,  without  underlayment.  occupy  relatively  small  space,  pro- 
pla.stic  compound  which  renders  Fire-Chex  are  the  only  roofing  vide  extra  volume  of  air  re- 
them  virtually  fire-proof,  according  material  of  any  kind  .so  rated,  the  moval.  Twin  far,  blades  are  small 
to  the  Philip  Carey  Co.  When  ex-  manufacturer  reports.  Fire-Chex  in  diameter,  designed  to  reduce  air 
po.sed  to  flames,  the  coating  does  have  been  specially  made  for  appli-  turbulence  and  noi.se  while  hand- 
not  melt  and  flow,  but  “puffs”  to  cation  in  shadow-blend  roof  de-  ling  full  volume  of  air.  Blades  are 
form  a  skeletal  mat,  which  insu-  signs,  copyrighted  as  “works  of  {CoHtiiiucd  nn  Page  72) 


miracle 

PRODUCTS  COMPANY 


15221  W.  11  MILE  RD.  BERKLEY,  MICH 
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fRB^‘ 

A  Sample  Of  A 

DEC-O-GRILLE 

—  America's  Most 
Distinctive  Aluminum 
DOOR  GRILLE 


Illustrated  0‘ c  0  OrillG  D  2633 


Seeing  'n  believing  —  thot'i  why  we  want 
to  lend  you  a  free  sample  of  our  push 
bar!  We  wont  you  to  see  with  your  own 
eyes  why  Dec  O  Grilles'  brilliant,  mirror- 
like  finish  makes  people  everywhere  soy: 
'  Nothing  like  them  on  the  market!" 

The  secret  lies  in  Dec-O-Griiles'  exclusive 
hand  burnnhing  process  by  skilled  crafts¬ 
men  which  creates  o  surface  splendor  and 
smoothness  that's  beautiful,  customer-catch¬ 
ing! 

See  for  yourself  —  write  todoy  for  a  free 
sample  and  our  latest  catalog 

•  60  new  —  different  desiens  to  fit 
alt  sizes  and  makes  of  doors! 

•  Every  design  constructed  of  the  finest 
extruded  aluminum! 

•  Immediate  delivery  of  stock  designs 
-any  quantity! 

•  Custom  designs  to  order! 

You  are  cordially  invited  to  visit  our  Booth 
No  94  at  the  NERStCA  convention.  Hotel 
Statler,  New  York.  March  24,  25,  26. 

DEC-O-GRILLES,  INC. 

470  Park  PI  Long  Beach.  N.  Y. 

Phone  LOng  Beach  6  0118 


New  Products 

(('oiifiiitiffl  1  nun  Pfigt  71) 

non-metallic  further  to  deaden 
sound  wave.'.  Three-speed  switch 
permits  choice  of  air  removal  rates 
— 1.000,  2,500  or  1,500  cubic  feet 
jrer  minute. 


Portable  Pneumatic  Nailer 

A  portable  pneumatic  nailing 
tool,  said  to  be  capable  of  cutting 
nailinj?  costs  one-hird  and  more  on 
,<ubfloors  and  roof  sheathing,  is 
now  available  t<»  builders  and  con- 
tractf»rs.  Its  manufacturer  is  NTi- 
Matic  Nailer,  Inc. 

The  device  will  nail  a  minimum 
of  5.000  square  feet  per  day  of  l.xG 
on  IG-inch  centers.  Weight  f>f  the 
machine  is  apjjroximately  .’50 
pounds.  The  machine  is  available 
on  a  i-ental  plan.  Manufacturer  fur¬ 
nishes  the  machine,  air  compre.ssor, 
ho.se,  all  maintenance  and  repairs, 
at  a  Hat  hourly  basis.  Literature  is 
available  from  manufacturer. 


Board -Type  Underlayment 

“Ply-hood  Ma.sticboard”  is  the 
name  of  a  jtroduct  develo[)ed  by 
the  Lamp  ('o.,  Inc.  The  product  may 
be  used  over  double  wood  floors  or 
solid  single  floors  which  are  ton- 
gued  and  grooved.  Application  is 
easy  and  fast. 

The  material  is  claimed  to  be 
bff.'JG  per  cent  waterproof  and 
vaporproof.  It  can  be  nailed  or 
stapled  to  the  subflooring  with  6- 
penny  coated  box  nails  or  with 
sta|)le.s  ai)plied  by  a  stajjling  ma- 


Ventilating  Fan  Booklet 
By  NuTone  Available 

A  new  informative  manual  called 
“A,  H,  (“s  of  Ventilating  Fans” 
has  been  jjroduced  by  NuTone,  Inc., 
Cincinnati  27,  Ohio.  It  is  designed 
mainly  for  architects,  builders  and 
dealers. 

Plenty  of  illustrations  and  fac¬ 
tual  descriptive  material  point  out 
why  ventilation  is  important  in 
everv  room  of  the  house. 


DEALERS 


WANTED 


NEW  ENGLAND 


ANDERSON 
COMBINATION  WINDOWS 

Direct  from  Manufacturer 
with  18  YEARS  of 
PRODUCTION  EXPERIENCE 

WOOD 

COMBINATION  WINDOWS 
COMBINATION  DOORS 

Also  3'Track  Alum.num  Window 


lAiini  WinJou  ('.iinJit/nninn  Co.,  hii  . 
166  \\u\sai  At  emu- 

Arlinf’lon,  Mde. 

Arliniflon  1-762H 


•ss;: 


ml 


Slay  at  the  m-wesl,  mii't  ceotrally 
located  hotel  in  the  Motor  City, 
coin|>let<-ly  fireproof,  T.iO  out.side 
rooms  with  liath,  smart  new  fur¬ 
nishing',  lowest  eomparahle  rates, 
ample  parking  space — a  find  for 
the  eost-eonseioiis  traveler!  Dining 
Room»  Air  Coinlilioned. 


April,  1952 


73 


How  to  Deal  with  the  Press 

Business  is  news.  Not  just  big 
business  but  all  business — big,  lit¬ 
tle  and  in-between.  But  how  much 
and  what  kind  of  newspaper  pub¬ 
licity  a  business  gets  depends  a 
great  deal  on  the  concern  itself. 
There  is  a  right  way  and  a  wrong 
way  to  deal  with  your  local  news¬ 
papers.  Here  are  some  rules  for 
the  guidance  of  any  businessman  in 
his  relations  with  the  local  press: 

1.  Be  available.  If  reporters  can’t 
get  to  you,  they  can’t  get  full  and 
accurate  information;  they  can’t 
get  your  side  of  a  story.  2.  Be 
frank.  Any  reporter  knows  that 
there  are  times  when  you  can’t 
talk.  When  that  is  the  case,  just 
.say  .so.  But  keep  such  in.stances  to 
a  minimum.  3.  Provide  news.  Edi¬ 
tors  are  likely  to  be  interested  in 
new  products,  company  social 
events,  promotions,  new  equipment, 
big  .sales  and  financial  reports,  4. 
Be  fair.  When  you  give  out  a  piece 
of  news,  give  it  to  everyone — not 
just  one  favored  reporter  or  paper. 

-In  CH.iSGlSG  TIMES 

*  *  ♦ 

B.  S.  Reporter 

(Continued  from  Page  14) 

Ceco  Make  Plans  For 
Additional  Expansion 

Plans  for  additional  expansion  of 
C’eco  Steel  Products  Corporation 
were  announced  by  Ned  A.  Ochil¬ 
tree,  president,  at  the  company’s 
annual  Service  Award  Dinner.  The 
firm  manufactures  metal  building 
materials  and  such  war  products 
as  airfield  landing  mats  and  Bailey 
bridge  panels. 

.Additional  land  for  future  needs 
has  been  purchased  at  ]\Iinneai)olis. 
San  Francisco,  Los  Angeles,  Chi¬ 
cago,  Pittsburgh  and  Kansas  City, 
Mr.  Ochiltree  .said. 

Since  1945,  Ceco  has  built  nine 
new  plants  and  has  made  additions 
to  eight  jilants,  he  announced. 

“We  have  further  plans  for  mod¬ 
ernizing  existing  plants  and  build¬ 
ing  new  ones  in  .several  cities,”  Mr. 
Ochiltree  said.  “Moreover,  we  have 
definite  plans  to  make  a  full  line  of 
(Continued  on  Page  74) 


THE  MOST  PROriTABLE 
OUTSIDE  CASEMENT  WINDOW 
ON  THE  MARKET  TODAV 

it  1 -Piece  Unit 

it  Simple  Installation 

it  Swings  Open  for  Cleaning  — 
Never  Has  to  Be  Taken  Down 

Available  Now  For  KD  Operations 

it  Simple  Assembly!  Only  4 
Corners  to  Put  Together. 

WRITE  TODAY 

ALUMICASE  MFC.  CO. 

561 1  —  5fh  St.,  N.W.  Washington,  D.  C. 
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BUILDING  SPECIALTIES 


A  profile  of 

Afumtoum 

Services 

To  the  prime  contractor  who  needs 
help  now,  Werner’s  extensive  manu¬ 
facturing  and  production  facilities  in¬ 
vite  careful  investiftatiun  as  your  de¬ 
pendable  production  source. 

Two  strategically  located  W’erner 
high-capacity  plants  are  currently 
servicing  nationally  known  prime 
contractors*. 

A  highly  skilled,  personalized  ser¬ 
vice;  direct  teletype  lines,  and  excel¬ 
lent  forwarding  facilities  will  expe¬ 
dite  your  order  for; 

ALUMINUM  EXTRUSIONS 
ROLl- FORMED  SHAPES 
Aluminum  •  Sloinleis  Statl 
Brats  •  Zinc  •  Copptr 
Your  inquiry  will  bring  you  specific 
information  concerning  Werner  facil¬ 
ities  for:  Extrusion  and  Roll-forming 
and.  secondary  operations:  Bending* 
Drilling  •  Punching  •  Cutting  •  Count¬ 
er  Sinking  •  Welding  •  Riveting  •  Fab¬ 
rication.  FOR  ESTIMATING:  Please  Submit 
drawings  and  specifications. 

•  Ntmtt  ••  rtaurU 

R.O.  WERNER  CO.,  Inc. 

EXECUTIVE  OFFICES 

Dept.  BS,  2«S  Fiflh  Av.nua,  N.  T.  16,  N.  Y. 
FACTORIES;  Or*«nvill«,  Pa. 

In  Canada  OSHAWA,  ONTARIO 
Moni/focFvrars  of  Aluminum  Exfrutions 
and  Roll-formad  Shapas 


B.  S.  Reporter 

(Ctnitiuiicd  from  Page  73) 
aluminum  windows,  including  a 
double-hung  window.  This  activity 
alone  will  create  many  fine  oppor¬ 
tunities  for  employees  of  this  Com¬ 
pany.” 

e  4c  « 

Baldwin-Hill  Buys 
Rockdale  Plant 

To  meet  the  growing  need  of  in- 
du.stry  and  homes  for  mineral  wool 
insulating  products,  the  Baldwin- 
Hill  Company,  Trenton,  N.  J.  has 
acquired  the  Rockdale  Insulation 
plant  near  Housatonic,  Mass.  This 
purcha.se  was  made  from  the  Eagle- 
Picher  Company,  Cincinnati,  Ohio. 

The  Rockdale  plant  will  be  op¬ 
erated  to  develop  new  Baldwin- 
Hill  products  as  well  as  to  manu¬ 
facture  and  distribute  Baldwin- 
Hill  materials  to  the  New  England 
territory. 

The  purcha.se  of  the  Rockdale 
plant  continues  the  expansion  of 
the  Baldwin-Hill  Company  who 
now  operate  factories  at  Trenton, 
N.  J.,  Kalamazoo,  Mich.,  Hunting- 
ton,  Ind.  and  Temple,  Texas. 

*  «  « 

Mullins  Mfg.  Co.  Appoints 
3  New  Distributors 

The  appointment  of  three  new 
distributors  of  Young.stown  Kitch¬ 
ens  equipment  is  announced  by 
1).  F.  Rucks,  ,Ir.,  sales  manager. 
They  are: 

Herbert  H.  Horn,  Inc.,  Los  An¬ 
geles. 

Di.stributors,  Inc.,  San  Diego. 

Southern  Appliances.  Inc.,  Char¬ 
lotte,  N.  C.  and  Charleston,  S.  ('. 

*  *  * 

Two  Top  Executives  Oi 
Bird  &  Son  Die 

VV'ithin  the  space  of  three  days. 
Bird  &  Son,  Inc.,  East  Walpole, 
Ma.ss.,  manufacturers,  lost  by  death 
two  members  of  its  top  manage¬ 
ment. 

Benjamin  I).  Rogers,  formerly 
director  of  personnel  and  a  direc¬ 
tor  of  the  company  and  since  re- 


GLAMOUR  for  DOORS 
GOLDEN  PROFITS 
for  YOU 


Sell  your  customers  these  profitable  and 
ottroctive  oluminum  SCROLL-ETTS  which  fit 
any  door.  They  will  add  profit  to  every  door 
sale.  Finished  in  GLEAMING  WHITE  enamel 
or  SEMI-POLISHEO  ALUMINUM 

Write  for  Bulletin 
and  Trade  Discounts 


jBeaux  ^rt  Craftg 

2015  BROOKFIELD  RD  PITTSBURGH  16  P* 


ATTENTION  —  STOP  DRAFT 
WITH 


Dustite 

GASKET 


For  Metal 
Cosement 
Windows 


TKo  Duititt  is  designed  with  on  eatruded  ploibc  seal 

ing  lip,  »o  keep  metol  cosement  windows  OUST  TIGHT,  STORM 
TIGHT.  DRAFT  TIGHT,  RAIN  TIGHT,  ond  WIND  TIGHT  £osy 


DUSTITE 


PRODUCTS  COMPANY 

*  CANTERIURY  OR.  .  DAYTON  f,  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 
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tirement  consultant  in  tne  Person¬ 
nel  Department,  died  suddenly  of  a 
heart  attack  on  December  27.  On 
December  30,  CreiKhton  Hill,  who 
had  succeeded  Mr.  Rogers  in  1949, 
died  suddenly  of  a  cerebral  hemor¬ 
rhage. 

*  >»  * 

Irving  Schwartz  Sets  Up 
Own  Storm  Sash  Plant 

Irving  Schwartz,  of  Philadelphia, 
active  in  the  aluminum  storm  win¬ 
dow  business  in  all  its  pha.ses  prac¬ 
tically  from  its  very  beginning,  has 
.set  up  his  own  manufacturing 
plant,  the  Jerith  Manufacturing 
Company,  with  general  offices  and 
factory  facilities  at  2025  East  Bos¬ 
ton  Street,  Philadelphia  25,  Pa. 

Prior  to  this  venture,  Mr. 
Schwartz  was  one  of  the  principal 
owners  of  the  former  Storm  Wiz¬ 
ard  Manufacturing  Company,  of 
that  City,  makers  of  the  well  known 
Storm  Master  all-aluminum  single 
track  .storm  window,  and  the  equal¬ 
ly  fine  Cadillac  Triple  Track  Storm 
Window. 

Most  of  the.se  well  engineered 
products  will  be  continued  in  pro¬ 
duction  by  the  Jerith  Manufactur¬ 
ing  Company,  with  the  same  deal¬ 
ership  set-ups  as  under  the  old  firm. 

«  «  « 


Alcoa  Constructing  New 
Aluminum  Plant  In  Texas 

Construction  work  on  the  new 
Aluminum  Company  of  America 
(AL('OA)  aluminum  smelting 
plant  at  Rockdale  (Milam  County), 
Texas,  is  .scheduled  to  begin  within 
a  month,  and  surveying  of  the 
plant  site  is  already  in  progress. 

John  I).  Harper,  who  has  been 
a.ssistant  di.strict  power  manager 
for  ALCOA’s  Tenne.s.see  Opera¬ 
tions,  has  been  named  works  man¬ 
ager  for  the  company’s  Rockdale 
plant.  Len  B.  Xeubert  has  been  ap¬ 
pointed  con.struction  superinten¬ 
dent  for  erection  of  the  new  alu¬ 
minum  smelting  plant,  having 
been  transferred  from  the  com¬ 
pany’s  works  at  Vancouver,  Wash¬ 
ington. 

(Continued  on  Pof/e  76) 


From  the  magic  house  of  ALADDIN: 


STEEL 


GALVAmZED- 
BONDERIZED 
or 

STAINLESS 

Double-track,  self-storing,  triple  cam 
lock,  rugged  reinforced  angles,  exclusive 
safety  ItK'k  on  glass  and  screen  inserts. 

Galvanized  windows  are  painted  inside 
&  out  by  special  process  before  forming. 
Stainless  steel  in  natural  finish. 


ALUMINUM 
STORM  WINDOW 

ANY 
SIZE! 

Unpainled* 

KJ>. 

Same  desiqn  as  steel  units 

ullahlr  |»rorr»«. 


ALADDIN  MFC.  CO. 

1510  SOUTH  STATE  STREET  GIRARD.  OHIO 

Telephone:  46-59421 


iicricd  s  Best  Dressed  nciiiL'y 

u  4 KEYSTONE 

ALUMINUM  Storm-Screen 

WINDOWS  &  DOORS 


Yes,  best  dressed  but  most  Important  .  .  .  homes 
will  be  more  comfortable  when  they're  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


FUU  LENGTH 
NANO  TYPE  HINGE 


CASEMENT  WINDOWS 

rrinaow  With  ,,^1,  wit  every  windowl 
The  Louvers!  Either  outside  or  inside  type. 

Auembly  Plants  Coast  to  Coast! 


KEYSTONE  ALLOYS  CO. 

Derry,  Pa. 


An  •xduNvw  foatwr* 
•Uminatos  mortising 
ond  molios  a  porfoct, 
rigid  instolloHon. 
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B’JILDING  SPECIALTIES 


Public  Relations 
With  Your  Customers 

What  determines  the  quality  of 
your  public  relations  is  the  quality 
of  your  contacts  with  the  public. 
Kvery  ad  you  run  is  a  contact. 
Every  time  one  of  your  employees 
oi>ens  his  mouth  and  .-^ays  some- 
thiiiK  to  a  customer  he  or  .she  has 
committed  an  act.  or  bad.  of 

public  relation.s. 

Take  your  telephone  .seriously. 
You  can’t  do  anythinjr  about  the 
bad  telephone  conduct  of  your  cus¬ 
tomers.  But  you  can  do  .somethin^^ 
abfiut  the  telephone  manners  of 
your  orjranization. 

1.  Failure  of  the  employee  an¬ 
swering'  to  identify  him.self  at  oiicf 
upon  i)ickiny  up  the  phone. 

2.  Tactless  inference  by  the  em- 
filoyee  answering  that  the  impor¬ 
tance  of  the  caller  will  determine 
whether  or  not  you  will  talk  with 
him. 

.‘1  Slovenly  expression.s — “Oke- 
doke.”  "Youbetcha."  “Oke."  "Bye. 
now."  and  “So  lonp.” 


4.  Putting  the  callers  through 
the  third  deg-ree  l>efore  yielding  the 
desired  information. 

5.  Lifting  the  rec-eiver  from  the 
cradle  and  continuing  to  talk  to 
someone  at  your  desk. 

6.  Displaying  irritation  when 
you  answer  a  wrong  number  call. 

7.  .Asking  an  employee  to  get  a 
number  for  you  and  then  not  com¬ 
ing.  after  the  connection  is  made. 

to  the  phone. 

8.  Failure  to  call  back  i)romptly 
after  you  have  promi.sed  to  do  .so. 

*  «  * 

Don't  Run  Down 
Your  Competitor 

In  (uh  <  rtisinij,  mind  iionr  oirn 
hnsiiH . Talk  up  as  enthusiasti¬ 
cally  as  you  can  the  value  of  your 
merchandise  and  service,  not  the 
lack  of  value  in  what  your  competi¬ 
tors  offer. 

The  siMtrt.s-loving  American  pub¬ 
lic  likes  fair  play ;  it's  fops  in  public 
relations. 


B.  S.  Reporter 

{Contimud  from  Papt  75) 

It  is  expected  that  the  metal- 
producing  facilities  at  Rix'kdale 
will  l)e  in  partial  operation  late 
in  1952.  When  full  operation  is 
reached  in  195:1.  a  total  of  approx¬ 
imately  1.000  persons  will  be  em¬ 
ployed  by  the  company  at  the  plant. 
The  aluminum  production  capacity 
of  the  plant  will  be  in  the  neigh¬ 
borhood  of  170.000.000  pounds  an¬ 
nually. 

*  «  « 

NPA's  Policy  Discouraging 
To  Home  Builders 

Uncertainty  as  to  the  National 
Production  .Authority’s  policies 
with  respect  to  building  is  discour¬ 
aging  the  planning  of  future  con- 
.struction.  .A.  Naughton  Lane,  pres¬ 
ident  of  the  Producers’  Council, 
national  organization  of  building 
products  manufacturers,  stated  re¬ 
cently. 

"Much  urgently  needed  commer¬ 
cial.  industrial,  and  institutional 


GET  ALL  3 


A  PRODUCT  YOU  CAN  BELIEVE  IN! 


1.  Triple-Track 

2.  interlocking  Inserts 

3.  Reflector  Frame 


"The  best  is  the  easiest  to  sell" 

Some  territories  in  parts  of  Penna.,  New 
Jersey  and  Del.  still  open.  For  informa¬ 
tion,  write  or  visit  our  plant  in  Philadelphia. 

MORT  Company 

4th  &  GIRARD  AVE.,  PHILADELPHIA  23.  PA 
MArkct  7-4426 

Over  52  Yoors  Serving  The  Building  Trade 


The  "Triple  Tradr”  Stays  Sold 

Dealers  records  prove  less  call  backs.  Sold  under  our  'Bond  of  Protection' 
fne  customer  is  guaranteed  the  satisfaction  that  only  a  quality  product 
can  give. 

That's  ONE  reason  vvhy  a  STOACO  franchise  is  so  valuable. 

“BUUT  HM  TNf  WlATHtlt  TO  LAST  fOAtVOI" 


POST  OFFICE  eOX  97 


APCO,  OHIO 
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construction  is  not  beinjt  planned 
because  owners  are  unable  to  de¬ 
termine  at  what  approximate  date 
NPA  ex[)ects  to  be  able  to  modify 
or  remove  its  restrictions  on  pri¬ 
vate  construction,”  Mr.  Lane  said. 

“If  the  greater  part  of  the  exist¬ 
ing  re.strictions  are  to  be  relaxed 
within  a  year  or  .so,  architects 
should  be  hard  at  work  now  draw¬ 
ing  u])  plans  and  specifications.  As 
it  is,  little  advance  planning  is 
going  ahead  becau.se  of  the  uncer¬ 
tainty. 

“In  addition,  it  is  imperative 
that  XPA  advise  home  builders  re¬ 
garding  the  probable  overall  out¬ 
put  of  fabricated  materials  and 
equipment,  allotments  for  which 
are  given  to  manufacturers  rather 
than  builders.  Unless  the  output  of 
the.se  List  ‘15’  items  is  in  balance 
with  the  sujiply  of  materials  which 
can  be  obtained  under  the  .self-cer¬ 
tification  plan,  builders  may  ex¬ 
perience  .serious  difficulty  in  ob¬ 
taining  some  of  the  equipment 
needed  to  complete  new  homes  for 
occui)ancy. 

“Industry  recognizes  that  NPA’s 
current  plans  may  have  to  be  re- 
vi.sed  as  new  developments  arise, 
but  it  should  be  possible  to  give  the 
building  industry  a  reasonably  ac¬ 
curate  idea  of  what  to  expect  in 
the  immediate  future.” 

♦  *  ♦ 

Reynolds  Increases  Aluminum 
Capacity  by  200  Million  Lbs. 

Two  hundred  million  pounds  of 
increa.sed  aluminum  capacity  will 
be  brought  into  production  by 
Reynolds  Metals  Comi)any  by 
1952,  it  was  said  recently  by  David 
P.  Reynolds,  vice  -  president  in 
charge  of  sales,  in  a  talk  over  Gen¬ 
eral  Electric’s  radio  .station  WGY 
at  Schenectady,  N.  Y.  This  in¬ 
crea.sed  quantity  of  aluminum  rep- 
re.sents  Reynolds’  contribution 
toward  meeting  the  increa.sed  mili¬ 
tary  needs  for  the  metal. 

/  Read  about  Simulated  / 
^  Stone  Siding  in  the  ^ 
(  May  / 
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Q444io4ft  made  ta  4f044A  6f2jeclj^i<xUio>ni 

REXTRUDE* 

SPLINE  &  GLAZING  CHANNELS 


THE  QUALITY  PRODUCT  OF  THE  INDUSTRY 


Rextrude*  Spline  A  Glazing  Channel 
has  many  yeors  of  reseorch  and  expe¬ 
rience  behind  its  monufocture.  This 
qualify  and  know-how  insures  the  su¬ 
periority  of  screens,  windows  and  com¬ 
binations  ...  it  is  normally  made  on  a 
custom  basis  to  meet  particular  speci¬ 
fications.  For  further  details,  descrip¬ 
tive  information  and  samples  write  to 
Dept.  B'2. 


M  *R*q  U  S.  P4t.  Off 

THE  REX  CORPORATION 

51  Landsdowne  Street  •  Cambridge  39,  Mass.,  Phone;  TRowbridge  6-1374 


HUMPHREY 


(heck  These  Features 

•  700%  Rust  Proof 

•  Beautiful  Slender  Frames 

•  Self -Storing,  No  Changing 

•  New  "Tension  Sealed" 

Construction 

•  Permanent 

•  Made  To  Order 

•  Easy  To  Operate 

•  Smooth  Gliding  Action 

•  Available  Now 

Monufocturing  Distributor  franchises  now  open 
in  a  number  of  good  territories.  We  furnish 
lineal  stock  and  everything  but  gloss.  Fabri¬ 
cation  IS  simple  cut-off  ond  assembly  operotion 
with  inexpensive  equipment  Make  any  size 
from  stock  —  no  inventory  problems  Low 
cost.  Low  freight  Large  profit 

Our  field  representot  ves  nre  ovailobic 
for  personot  interv  ews,  future  service, 
production  ond  soles  promotionol  work. 

"THOUSANDS  OF  SATISPIID  USFRS" 


PRODUCTS,  INC 

719  E.  ZIMMERLY,  WICHITA  II,  KAN. 
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BUILDING  SPECIALTIES 


A 

Acme  ^^  indoH  (  ondiliuninK  <  u.,  Inc.  ~2 

Adams  Kngineerinj;  Co .  H 

\ir  .Master  Co . 

\laddin  Mfg.  C«i .  7.5 

Alumicase  Mfg.  Co .  73 

.Alumidor  MfR.  Co .  1-5 

Alumalir  Corp.  of  .America  .  2 

Aluminum  Fabricating  Co.  of 

Pittsburgh  .  19 

Andrea  Mfg;.  Corp .  59 

Arn»«  Metal  Products  Corp .  70 

|{ 

llain  Si  Co..  Inc .  17 

Karnhart  Co.,  The  A.  AV .  59 

lleaux  Art  Crafts  .  74 

Kuildini;  Specialties  .  It 

C 

(  albar  Paint  Si  A  arnish  Co .  12 

Calder  -Mfs-  <  « .  73 

(  ampbell  Sash  AAorks  .  56 

Carbrt/.ite  Protective  Coating,  Inc.  .  63 

Carroll  Company  The,  A.  M .  14 

Ca-Stone  Products.  Inc .  60 

<  ermak  Tile  Company.  Inc .  15 

Challenger  Products  Inc .  19 

Charles  Mftt.  Co .  31 

Childers  Mfg.  Co .  22 

Comp<i  Miracle  Products  Co .  71 

(  orson  AUk-  Co..  Hen  .  13 

(  remens,  I..  AA .  57 

C-Thru  .Aluminum  Awning  Co .  7 

Curvalum  lloor  Mftt.  Co .  61 

II 

llec-(l-(irilles.  Inc.  .  72 

llependon  AA  indow  (  <».  37 

lliistrite  Products  Co.  .  71 

K 

KImoiit  AIfK.  Co .  70 

Klluood  .Aluminum  lloor  Co.. 
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CLASSIFIED  ADVERTISING 

Under  this  beading  clatelfied  odTertUemoBi* 
are  accepted  at  the  uniiorm  rote  oi  25  cenle 
a  word,  but  no  adTertleemenl  token  lor  leee 
than  20  words  with  a  minimum  chorge  ol 
SS.OO;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  aceomponr  copy  ol 
Classified  Ad.  AdTertisements  soUcitating  deal¬ 
ers  or  distributors,  or  new  products  lor  sale,  net 
accepted  In  clossiiied  section.  Address  all  cons 
munications  to  Classified  Department,  BUILD 
DIG  SPECIALTIES,  425  Fourth  Avenue,  New 
York  16,  N.  Y, 


SALES  HELP  AVANTED 


S.M.KSMKN  W.VNTKI)  Now  calling  on  dealers 
or  distrilmtors  handhnj;  ahiminum  storm  windows 
and  allwd  lines  Ts»  reinesent  mantifacturer.  Ter¬ 
ritories  ot>en  ninier  X.  V.  State.  .New  Jersey, 
I’ennsyUanm.  .Maryland  Reply  IRix  No.  .t5.s. 
RnildliiK  Spenalties,  425  Fonnh  .Xve.,  New  York 
Ih.  \.  5. 


MIS(  ELLANEOrS 


.\l,t '.M  I  .\  l '.\1  .\\V.\l\t;  TO  niamiaetnre  wanted 
li>  W'e-tern  I’ennsy  Ivanta  distriliutor.  Royalty  or 
pi-rie'itaKe  basi-  in  exeliaiiKe  for  exclusive  territorial 
representation.  Write  Iti.x  ,\o.  .157,  ItiiildiiiK  Spe 
eialtn-s.  4d5  Fourth  .\\enne.  New  A'ork  16,  .\.  Y 


this 

sword 

means 


Cancer  ^ 

EDUCATIONy 


Words  of  truth  and  hope 
from  the  .American  Cancer 
So<‘iety  .save  many  lives  each 
year  from  cancer  . . .  could  save 
thousands  more. 

I  iider  the  sign  of  the  cancer 
sword  you  and  your  neighbors 
can  learn  vital  facts  .  .  .  your 
|)liysician  can  secure  informa¬ 
tion  on  diagnosis  and  treatment. 
Cancer  Strikes  One  in  Five. 
A  our  Dollars  Strike  Back. 


lAfnif  Your  Gift  to  “Cancer” 
Care  of  }  our  Local  Pontoffice 


AfMERICAN 
CANCER  SOCIETY 


SHIEIDALL 


YOUNGSTOWN  INDUSTRIES  INC. 

?!0  SOUTH  STATE  STREET  ■  GIRARD,  OHIO  PHONE  55408 


DEALER 


DISTRIBUTOR 


HOUSEWIFE 


HUSBAND 


EVERYBODY’S  HAPPY 


Consumer  acceptance  has  been  met  .  .  .  everybody 
loves  "Shieldalt”!  This  is  why  it's  so  easy  to  sell. 

•  Die  cut,  sure-fit  parts 

•  Absolutely  leak  proof 

•  One  man  jiffy  installation 

•  Orders  filled  within  two  weeks 

•  Complete  line  of  dealer  aids 

•  Standard  and  circular  designs 

•  Rainbow-like  variety  of  colors 

•  Maximum  margin  of  profit  for  you 

•  Consumer  prices  that  fit  the  pocketbook 

FOR  COMPLETE  INFORMATION  CONTACT 


INCREASE  YOUR  VOLUME!  ELIMINATE  COMPETITION  AND  PRICE  CUTTING! 


B  ONDSTONE  hriiips  you  higher  profits  while 
you  huil<l  tlie  liuppiest  sales  crew  you  ever  had. 
Sell  BONDSTONE  along  with  other  siding  and 
completely  eliminate  comj)etition  and  price  cut¬ 
ting!  BOSDSTONE  matches  any  natural  stone  in 
color,  texture  and  appearance  at  a  fraction  of  the 
cost.  Applies  over  any  surface  .  .  .  inside  or  out 
.  .  .  on  old  hiiildin^s  or  new.  And  you  can  guaran¬ 
tee  BONDSTONE  for  20  years! 


Satisfied  Salesmen:  Larger  unit  sales  attract 
TOP  specioity  men. 

iasy  to  Sell:  An  exclusive  nationally  advertised 
product  for  both  commercial  ond  home  jobs. 

Low  Investment:  Your  FIRST  job  pays  for  your 
entire  investment  in  BONDSTONE  equipment. 

Basy  Applitation:  Train  applicators  in  two 
days.  They  enjoy  the  easy  work! 


Exclusive  territories  open  for  qualified  Dealers! 


Your  Regular  Siding 


